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Cumulative Results 





An insurance man need not be told 
the advantages of a plan that secures 
cumulative results. You are fully 
appreciative of it and will therefore 
be interested to know that the Peoria 
Life offers an agents contract that is 
rich in its possibilities for cumula- 
tive profits. 


Each contract is made directly with 
the company, thus insuring every 
agent a steadily increasing income 
that cannot be affected by the death 
or resignation of his general agent. 











a ‘GOOD CONTRACTS TO LIVE CLEAN AGENTS 


PEORIA LIFE INSVRANCE, COMPANY~ 
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ONE BIG FACTOR 









O Our Interest Rate 


vv 7.24% is the rate of interest 
Aor earned in 1920 on our mean ledger 
assets. Funds invested in the saf- 
est securities—farm mortgages. 
Values do not fluctuate—always 
worth 100 cents on the dollar. 











OUR AGENTS PARTICIPATE IN OUR PROSPERITY 
Other Significant Facts in the Agent’s Favor 


—A New Accident and Health Department. 

—Free Service of Home Office Group Insurance Specialists 
who give you assistance in your territory. 

—A Sales Service Department that has one purpose—to 
increase your sales. 

—Limit extended to $300,000 on one Life. 

—Both Non-Participating and Participating Policies. 

—Provision for an: Business. 

—Policies that carry every up-to-date feature. 

—Liberal Agency Contracts. 

—— Over $110,000,000.00 New Business Paid-For 

in , 

















Unless you “say something” how will we know you are interested? 
Send for our Annual Statement. Address—Agency Department. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, 
Home Office St. Louis, Mo. 
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Life Insurance Getting Back to State of Normalcy 


Majority of Companies Writing Less Business This Year Than in 1920, 


But Biggest Decline in Volume Is in Agricultural States of Middle West 


have written from 15 to 25 percent | 


| IFE insurance companies as a class | 


less business so far this year than | 


was secured in the same period of 1920. 
There has been no sharp falling off of 


business, but there are fewer applica- | 


tions being written, and those that are 
secured are for small amounts. Gradu- 


ally, the life insurance business is drop- | 


ping back, and companies and general 
agencies in all parts of the country are 
commencing to feel the effects of the 
general business depression and the so- 
called buyers’ strike. Few companies 


are showing gains over January, Feb- 
ruary and March of last year. The 


most aggressive life offices are coming 
up to last year’s figures. 
notch writers are not able to write busi- 
ness in the amounts recorded last year, 
and the indications now are that the 
total writings of all companies will, dur- 
ing the remainder of the year, fall be- 
low last year’s records. 


Agricultural West 
Hard Hit Just Now 


Conditions in the agricultural west 
are particularly unfavorable for life 
companies. Business has kept up in 
the rural sections of Minnesota, Wis- 
consin and Illinois, but in North and 
South Dakota, lowa, Kansas, Nebraska, 
Oklahoma and Missouri there has been 
a sharp decline in business. Life men 
doing business among the farmers of 
these states are up against it these days. 
There will be only a comparatively 
small volume of life insurance written 
in the country districts of these states 
until the fall of this year. The reason 
is easily found. The farmer settles all 
his obligations in the fall. During the 
spring and summer he gives notes for 
whatever he buys, and when his crop is 
harvested in October or November, he 


Even the top- | 


settles his obligations and takes up all! | 


outstanding paper. 
through the central west harvested a 
crop, but in the early fall prices 
dropped, with the result that a great 
many farmers never sold their crops. 


Are Waiting for 
Advance in Prices 


prices that it was hardly worth while 
selling at the prevailing figures. As a 
consequence, last year’s crops have re- 
mained on the farm. Farmers refuse 
to sell until prices go up. This means 
that last year’s notes were not taken 
up in the fall. Farmers have kept on 
buying, and have given notes in pay- 
ent. As a result, there is a very re- 
cuced amount of actual money in cir- 
culation in the agricultural central west. 
l'y October or November, two years’ 
lebts will have piled up and with this 
condition staring them in the face, farm- 
ers are refusing to buy life insurance, 
or anything else. The life insurance 
general agencies that have specialized 
farmers are now being forced to 
turn their attention to the small towns 
and cities. It is almost a hopeless task 
to attempt to interest farmers in these 
States. 

Companies find that business in the 


on 


Last fall, farmers | 


cities and towns is holding up better. 
Life men in the larger centers are able 


to shift from one class to another to 
advantage. There never comes a time 
when everyone in a city is out of 


money. When one business is in com- 
paratively poor condition, it usually 
means that another is prospering at its 
expense. Thus, at this time, when the 
ranks of the unemployed are being 
swelled, the life man in the large city 
who reads the daily papers carefully 
might be led to the conclusion that 
there is no new business to be had; that 
conditions are decidedly unfavorable for 
the selling of life insurance, and that it 
is a more or less hopeless task to at- 
tempt to interest prospects. As a mat- 
ter of fact, life men in the larger cities 
and even the medium sized towns are 
showing good results. They are follow- 
ing the economic shifts and going after 
business where there is the greatest pos- 
sibility of getting results. For instance, 
when the industrial depression first 
struck Detroit, one of the big writers 
there found that most of his prospects 
had been hard hit, and had, because of 


the adverse conditions, simply ceased 
to be prospects. 
Must Shift from One 

Class to Another 

After giving the situation some 


thought, he decided there must be some 
reople in Detroit that were able to buy 
life insurance, and proceeded to get 
up an entirely new list of prospects. 
He found, for example, that milkmen 
and bakers were still getting high 
wages, and had plenty of money to 
spend. He also made up lists of land- 
lerds whose names were mentioned in 
the papers as having raised the rents 
on their properties. He included sev- 
eral other classes. In other words, he 
simply shifted his attention to those 
whose income had not been affected by 
the change, and who still had plenty of 


money with which to buy life insur- 
ance. 
This same plan has been followed 


more or less by every life man in the 
larger towns, and as a consequence 


| business in the bigger centers has kept 
There was such a decided decline in | 





up rather satisfactorily. The results in 
the bigger cities certainly contrast 
sharply with those obtained in the rural 
communities, where all farmers are 
hard hit, and where the life man who 
has given all his selling attention to 
farmers now finds himself practically 
without prospects. 


See Advantage of 
Getting Broader Average 


It is observed that some companies 
that have in the past confined their op- 


erations to a comparatively small terri- | 


tory, say one or ‘two states, now find 
themselves in a rather unenviable posi- 
tion, particularly if they are domiciled 
in some of the agricultural states of 
the middle west, such as North Dakota 
for example. An illustration of just 
what has happened to companies of this 


character is found in the plight of a/| 


general agent for a one state company 


who formerly had 40 men under 
supervision and whose agency secured 
$6,000,000 worth of business annually. 
loday this general agent is entirely 
without an organization, and his only 
income is from his own personal writ 
Phe company with which he is 
connected is getting a decidedly re- 
duced volume of business this year 
Che need of spreading out a little bit 
is emphasized just at this time. Even 
the small company with limited funds 
should attempt to get as wide a spread 


ings 


of business as possible. Its future 
should not rest with one state any 
longer than possible. It should reach 
out for additional territory as soon as 
financially able. The company whose 
fortunes rise or fall with one state, 
sometimes finds itself in a disadvan 
tageous position, as is now the case 
with a few companies that have oper- 
ated in only one state in the middle 
west, 


Companies Report Favor- 
able Mortality Experience 


All companies report a favorable mor 
tality experience tor the winter months 
Chere was no recurrence of the in 
fluenza epidemic in any locality. Deaths 
from pneumonia were rather above the 
average, somewhat higher than in per- 
fectly normal times, but this had only 
a slight effect upon the mortality ex 
perience. In 1920 the companies 
tained unfavorable mortality results in 
January and February, but this year 


SUS 


his | 


vember An increasing number of 
policyholders are realizing that it is 
possible to borrow money from life 
companies at five or six percent, and 


invest it advantageously at eight or nine 


percent. The word is apparently be- 
mg passed around from one _ policy 
| holder to another General agents say 
that there are any number of policy- 
holders borrowing money these days 
who are not actuafly in need of the 
cash but are simply drawing down 
their cash value in order to invest at 
the prevailing high interest rates 
Every effort is made to discourage 


the experience during the winter was 


uniformally favorable. The great vol- 
ume of new business absorbed by all 
companies during the last two 


generally speaking, seems to be as good 


years, | 


as that written in normal times. The | 
life companies have all made a good 
start for the year, and there is every 


reason to believe that the mortality ex- | 


perience has finally swung back to 
normal, and that the companies will 
show some real mortality savings this 


year, 


Increase in Rejection 

Rate Is Inevitable 

Rejections are a little above the aver 
age just now. Most home office men 
are inclined to attribute this to the 
fact that agents in the field are not 
soliciting business as _ carefully as 
formerly. Medical men say that agents 
are trying harder to get sub-standard 
or border-line cases through. They are 
spending more time with doubtful pros- 
pects. Until just recently the agent 
would not bother with the prospect 
who seemed to be in any respect phys- 
ically unfit. There were too many 
good physical specimens to be inter- 
viewed. Now that business is dropping 
down, agents are attempting to get any 
and all cases through and are submit- 
ting a larger number of doubtful risks 
to the home offices. This naturally re- 
sults in a higher rejection average. 


More Premiums 
Being Paid by Note 


Policy loans have been steadily on | 


in one of the farming commonwealths | the increase since last October or No- 


loans of this kind, but the demands are 
getting larger instead of smaller. The 
policy loan problem is a serious one 
with a great many companies. In addi- 
tion, companies are being called upon 
to handle much more paper 


than has 
been the case for the last two or three 


years. Even renewal premiums are be 
ing paid for by note. Of course, all 
companies writing business in the 
farming communities have been forced 
to handle a large amount of premium 
paper, but it is now noticed that even 
in the cities and towns notes are be- 
ing given much more freely than was 
formerly the case Most of the big 
general agencies have some arrange- 


financing this paper for their 
numerous instances the 
have to carry the 
notes This is placing a decided bur- 
den upon many individual writers 
whose companies or general agents are 
not in a position to carry their paper 
for them. 


How Fire Offices 
Are Cutting In 


tor 
but in 
themselves 


ment 
men, 


ugents 


There has been more or less com- 
ment about the manner in which a 
few of the larger nonparticipating com 
panies have been planting agencies in 
the big fire insurance offices in the 
large cities. General agencies in the 
big cities are beginning to feel the 
effect of this competition. A _ general 
agent for one of the participating com- 
panies in Chicago, in speaking frankly 
of this phase of the situation, said re- 


cently: “When these big nonpartici- 
pating companies make a connection 
with a large fire insurance office, it 
means first of all that a great many 
new and aggressive men get into the 
field. But what is equally important, 


it results in brokers that formerly 
brought a certain amount of business 
to us giving all of their life infurance 
writings to the company planted in 
the fire insurance office. In other 
words, suppose there is a big fire in- 
surance office that has 50 or 60 brokers 
attached to it. Perhaps eight or ten 
of these brokers have been giving busi- 
' me, Suddenly a nonpar- 
ticipating company appoints the office 
in which the brokers have desk room 
as general agent. The heads of this 
othce demand that all brokers attached 
to the office give their business to this 
company, and that their business be 
handled through the life insurance man 
in that office. As a consequence, I 
am cut off from these brokers, They 


ness to 
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are no longer able to give business to 
me. They send all their life insurance 
business through their own office, just 
as they send their fire compensation, 
accident and health, etc. It concen- 
trates the business, and takes it out of 
the hand of the other general agents in 
the city. This has had a decided effect 
in holding down the volume of the 
specializing general agencies.” 


Income Idea Helping 
Sale of Business 


“The doctrine of income insurance,” 
_ said a home office official the other day, 
“is being preached through the length 
and breadth of the land, and I believe 
that companies are just beginning to 
feel the effects. For some time, I for 
one, had the notion that this income in- 
surance talk was largely hot air, and 
that life insurance men as a class were 
not talking income policies. In look- 
ing over our records, I find that while 
we have not increased the number of 
income policies written to any great 
extent, it is, at the same time, possible 
to trace considerable new business to 
the income insurance propaganda that 
has been carried on. By that I mean 
that an agent gets the idea that he 
should talk income insurance and 
springs the proposition on a prospect. 
It makes an immediate appeal. The 
income idea strikes home with most 
prospects. The man being interviewed 
will see the value of the thing at once, 
and decide that he wants to leave his 
wife $100 or $150 a month. He asks 
the rate on such a plan and finds that 
it is, say, $1,162. Such a premium is, 
with most prospects, out of the ques- 
tion, and perhaps the agent will finish 
up by selling a policy with a premium 
of $150 or $200 annually. But the in- 
come idea is what stimulates the sale. 
It makes the prospect see what he 
should do, and makes it much easier for 
the salesman to finally close the kind 
of policy that the prospect can ac- 
tually afford. In this way, I believe 
that it pays every man to talk income 
life insurance, whether or not he finally 
sells an income policy.” 





Aetna Life’s Building Plans 


Reports have again been circulated 
regarding a new building to be erected 
by the Aetna Life and affiliated com- 
panies. Several newspapers and maga- 
zines have published the announcement. 
Maj. Morgan G. Bulkeley, Jr., assistant 
treasurer, and other officials admit that 
the company will eventually build on 
the site now occupied by the Jewell 
Belting Company buildings recently 
bought by the Aetna Life. These old 
buildings the company is utilizing for 
storage purposes. No time has been set 
for the project and Aetna executives 
admit that no steps have been taken 
towards plans or actual location. It is 
quite possible the erection of a new 
building might come sooner than antici- 
pated owing to the change in building 
conditions. To date, however, nothing 
definite regarding a building program 
has been arranged. In insurance circles 
it is anticipated that when the Aetna 
companies do build they will erect the 
largest buildings in Hartford. 





New Men With Haight Office 


Frank J. Haight, consulting actuary 
of Indianapolis and Des Moines, is con- 
tinuing to enlarge his staff. Among 
the recent additions to the office is F. 
Clifford Willis, who has spent the past 
14 years in the statistical branch of the 
New York insurance department. Mr. 
Willis has been identified with all lines, 
including life, fire, casualty and miscel- 
laneous, but has specialized in the fire 
and casualty lines. He will continue to 
do so in Mr. Haight’s office. 

Lynn Glover, an actuary of marked 
ability, has joined Mr. Haight’s office 
force. Mr. Glover graduated from the 
University of Michigan several years 
ago, specializing in the actuarial depart- 
ment, and since that time has had prac- 
tical experience with two or three com- 
panies. 











Some Suggestions Are Given by a Northwestern Mutual Agent Who Paid 
for a Million Last Year , 


| WRITING BIG MEN FOR INSURANCE 








T a recent agency meeting of the 
Northwestern Mutual Life a talk 
was given by an agent who paid 

for a million dollars in 1920. His activ- 
ity was confined to small cities, villages, 
and rural communities in his territory. 
He wrote a number of large policies. 
He was speaking on the subject “How 
to Interview and Interest Big Men.” 
The Northwestern Mutual presents the 
talk, but omits the name of the agent, 
stating that he is modest and does not 
seek the limelight. His talk, which was 
very interesting, is as follows: 


Getting at the Prospect 


Before entering upon the question of 
the interview I would like to make a 
few suggestions which indirectly enter 
into the ability to sell big men. Many 
agents are timid about tackling a big 
case, even though the big men of the 
small city or rural community can usu- 
ally be interviewed by the live, up-to- 
the-minute life insurance salesman. In 
occasional cases your prospect bars him- 
self to the salesman by a private secre- 
tary, or telephone operator, but often 
you find yourself well acquainted with 
one of these barriers and while you may 
not be able to get to your man the first 
time, you can always avail yourself of 
the definite appointment route. 


Deal With Successful Men 


Did you ever notice that the big men 
in your community really prefer to do 
business with successful people? And 
if you are not getting the bulk of the 
big business you are partly to blame. 
Who are the big men of today? Aren’t 
they usually the small men of only a 
short time ago “grown up”? If you 
have grown up with these men and es- 
tablished yourself in your respective 
communities as successful life insurance 
salesmen, you have eliminated one of the 
greatest barriers to your interview with 
the big man. So my first suggestion 
toward success on big cases is to firmly 
establish yourself in your community as 
the life insurance salesman. This can 
best be done on two great principles 
properly applied—Service and Knowl- 
edge. You must extend your service be- 
yond your own immediate business, you 
must make it felt in your entire com- 
munity through hearty co-operation, you 
must put more in than you take out and 
gradually you will assume size in your 
community. 


Must Have Knowledge 


Then, in order to properly apply this 
factor you must have knowledge—you 
must know all about your policy, your 
company and your competitor. You must 
also be broad enough to get a general 
knowledge of the various. successful 
businesses in your community, as this is 
a great help when you endeavor to 
break into your prospect’s confidence. 

My next suggestion is to never attempt 
an interview with a big man without 
first getting carefully “prepared.” By 
“prepared” I refer to ascertaining all 
possible personal information concern- 
ing your prospect so that your interview 
can be brief and definite. Big men elimi- 
nate all possible detail and you can do 
a great deal of missionary work at your 
desk before making your call. Find out 
all you can about his family, his busi- 
ness, his hobby—yes, I believe every man 
has some hobby. And remember Mr. Big 
Man would rather talk about his family, 
his business and his hobby than about 
your business. Interest shown by you in 
things your prospect is interested in 
leads toward confidence and with this 
additional factor established you are in 
a strong position to get action on your 
proposition. 


Keynotes to Closing 


I believe these are the keynotes to 
closing on first interview and it is just 
as easy to close the big case on first 
interview as the small one. 

I would therefore advise any life in- 
surance salesman who hopes to make 
a true lasting success of his business 
to establish himself on the basis I have 
outlined, as without these factors he 
may occasionally fall into a big case 
while with them he can systematically 
close many big cases. 





We have all experienced trouble at 
one time or another in “getting im” to 
see big men. How to get an interview 
with a big man has a great many angles, 
but I have found through experiemce in 
Chicago and in our own community, that 
the most successful way is througsh the 
factor of being known to your man as a 
big success in your profession. T'hen 1 
usually have the secretary or telephone 
operator tell Mr. Prospect, “Mr. ——— of 
the Northwestern would like to talk 
with you on a personal matter.” Being 
interested with many of the big men in 
a general way through community activ- 
ities, I usually get in and whether my 
interview starts with a definite plan on 
insurance or a remark as a “feeler” de- 
pends on conditions as I find them when 
in his private office. Possibly he may 
make some remark that will give me my 
cue. If I see a golf bag around or any- 
thing that looks like the indication of 
his hobby, should I not know of it, I 
might open with that to eliminate any 
possible set thought he may have in his 
mind against life insurance. 


Get Affirmative Answer 


I always try to have his first answer 
“Yes,” by asking a question which an- 
swers itself. I like to have him tell me 
how very busy he is because I sell most 
of my prospects on the thought of cov- 
ering their activity values. I always as- 
sume my prospect wants insurance and 
my foremost thought is that all I must 
do is to show him why. How he wants 
it and when follow in natural course. 


Less Competition Is Found 


Occasionally the question of competi- 
tion comes into the closing of a big case. 
Personally I find less competition on big 
cases than I do on smal! ones, and I 
have come to the conclusion that the 
reason for this is that I invariably cre- 
ate the desire for the big business and 
close most of it when that desire is 
strongest, while on the smaller cases the 
large army of life insurance agents 
mixed with some life insurance salesmen 
are constantly out concentrating their 
arguments and naturally there is such 
a wide range of talking points, and 
often, of truth that it requires time and 
effort to elminate many of these wild 
statements. 


Get Confidence of Prospect 


I eliminate nearly all competition by 
gaining the confidence of my man to the 
extent that he forgets the other fellow’'s 
arguments. I try to just sort of push 
them aside and kill the disability fea- 
ture, etc., by showing what they do not 
cover, when it is necessary to talk about 
them at all. 

Talking plain insurance to cover loss 
by death, activity value, replacements of 
brains, or cash—call it anything you 
want, but quickest results on big men 
come over the most direct routes and I 
believe in picking your man, carefully 
studying the case and going after it 
with the firm conviction that you are 
big enough to prove your ability to the 
biggest man in your community. 


No Decision on Mountain States 


No action has been taken at present 
by Commissioner Wells of Utah in re- 
gard to whether the Mountain States 
Life of Colorado shall be permitted to 
continue to transact business in Utah. 
The Utah Life Underwriters’ Associa- 
tion protested against a renewal of the 
license of the Denver company on the 
ground that it was not complying with 
the laws of the state. They asked for a 
hearing, which has been held, but so 
far Commissioner Wells has made no 
decision. 


Policy Proceeds to Heirs 





The Louisiana court of appeals has de- | 


cided that under the laws of that state 
the proceeds of a life insurance policy 
cannot be claimed by creditors of the 
assured, but must go directly to the 
heirs and legatees of the deceased pol- 
icyholder. Efforts to secure a writ of 
attachment against insurance funds 
were overruled, 





CERF AGENCY MEETING 





HAS RECORD FOR PRODUCTION 





Home Office Officials Attend and Star 
Producers Tell How They Get 
Big Results 





NEW YORK, March 29.—From 
comparatively small beginnings the L. 
A. Cerf office of the Mutual Benefit 
Life has grown to be the foremost life 
insurance general agency in New York 
city, leading all of its competitors in 
point of new business secured. T. H. 
Bennett, the largest personal producer 
for the office in 1920, had the additional 
distinction of ranking agents of the 
company the country over in the same 
connection. The seventh annual con- 
vention of the agency, held here re- 
cently, was attended, in addition to the 
efficient soliciting staff, by Vice-Presi- 
dent Rhodes, Mathematician Papps, 
Superintendent of Agencies Thurman, 
Medical Director Ward and Counsel 
Kay, from the home office, each of 
whom made a brief talk upon the phase 
of the work with which he is particu- 
larly identified. Other speakers were 
David Evans, W. H. Beers and Frank 
(Quota) Pennell. 


Pennell Oulines His Methods 


Mr. Pennell, who is one of the star 
business producers of the agency, gave 
his views as to how success in soliciting 
could be attained, emphasizing particu- 
larly the need for service, development 
of social instinct, the merchandizing of 
business, principles of psychology, 
selling to friends, selection of prospects 
and the quota. A strong impression can 
be made by the salesman, Mr. Pennell 
declared, when the assured realizes that 
the agent is a permanent fixture, not 
only in the life field, but with his com- 
pany, and hence can be depended upon 
to safeguard the interests of his client 
year after year. He advocated the in- 
telligent cultivation of friendships, ex- 
tending the circle after smaller groups 
had been intensively developed. As the 
average man prefers doing favors to 
others than in having aid granted him, 
Mr. Pennell recommended the insuring 
of clients in a manner that induces the 
idea of their buying rather than that 
they are being sold protection. 


Discusses Prospect’s Problems 


To gain the good will of a prospect 
the agent should discuss the former’s 
problems, rather than his own, men be- 
ing more concerned with their own 
particular interests than with those of 
others. The egotistical man, Mr. Pen- 
nell found from experience, was really 
the easiest to insure. Emphasis was 
placed by Mr. Pennell upon the matter 
of self-assigned quotas, thereby supply- 
ing a definite goal, which the ambitious 
solicitor will constantly aim not only 
to attain but to surpass. The objective, 
of course, will be extended from time 
to time in accord with the increased 
efficiency and broader opportunity of 
the salesman. As showing the opera- 
tion of this plan Mr. Pennell quoted 
the figures he had set for himself in the 
past two years and the manner in which 
these had been met or passed. 

The gathering was thoroughly in- 
formal, highly interesting and instruc- 
tive and altogether enjoyable. Mr. Cerf 
has built up a strong and loyal agency 
organization and has every reason to 
be proud of it. D. B. Adler was chair- 
man of the morning session of the 
meeting, while C. W. Wunder had 
charge of the afternoon session. 


Life Notes 
A. E. Yahr, representative of the Cen- 
tral Life of Iowa in the West Bend, 
Wis., district, has been elected president 
of the $100,000 Club of the company. 
lL. M. Grosser and R. H. Remus, two 
of the leading producers in the Chicago 
office of the Guardian Life have gone tc 
Pittsburgh to take the salesmanship 
course at Carnegie Tech. 
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PRODUCTION PROGRAM 


ON SCIENTIFIC BASIS 


Equitable Life of New York| 
Adopts Novel Plan in Fixing | 
Quotas for the Year 
| 

FOUR FACTORS INVOLVED | 


Population of State, Income of People, 
Writings of All Companies and 
Equitable’s Business 


| 


NEW YORK, March 29.—Carrying 
out the thought suggested at the annual | 
meeting of the Association of Life 
Agency Officers in Chicago last Novem- | 
ber, that a program for business pro- 
duction for the new year be constructed 
on more scientific lines than that pre- 
viously employed, the management of 
the Equitable Life, at the conference of 
its general agents in this city recently, 
outlined a plan that was decidedly novel 
and one that is sure to prove effective. 
The field men were profoundly inter- 
ested, scanning the various charts and 
following with the closest attention 
their explanation by the officers of the 
society. 
Records Shown by Colors 


Conspicuously placed upon the wall 
of the auditorium of the Pennsylvania 
hotel, in which the meeting was held, 
was a map of the United States, the dif- 
terent states of which were either col- 


ored red or black, or left white. Texas, | 
the only state in the Union in which | 
the Equitable does not operate, was 


marked in blue. The significance of the | 
various colors was: Those in red were | 
the states that had produced their as- 
signed business quotas for the past 
year or had gone beyond it, and these, 
be it said in passing, constituted a | 
goodly number; the white fields had done | 
tairly well, though not so creditably nel 
| 
| 
| 
| 
J 
' 


had some others, while the states marked 
in black had signally failed to accom- 
plish what was expected of them. It is 
interesting to note that of all states of 
the Union the one showing the best ac- 
proportion to its 
~pportunity was Arizona, with a 200) 
percent record. The explanation, of | 
course, is that a virile agency staff can | 
produce results from a most unpromis- | 
ing section, and to live men all fields | 
fer golden opportunities, a truism that | 
has been demonstrated in the life 
surance world again and again. 


Factors in Fixing Quotas 


\fter witnessing in graphic form the 

record of each state for 1920 the agents 
were next shown a chart setting forth 
the amount of business every common- 
wealth was expected to produce during | 
the succeeding twelve months. The | 
hasis of the apportionment was worked 
out with painstaking effort, the agency 
and actuarial departments collaborat- 
ng in the work in order that it be 
scientifically done, and with exact jus- 
to both the society and the field 
staff. In speaking of the chart Capt. 
\. G. Borden, inspector of agencies at 
large for the society, told his auditors 
that while there may be many factors 
that can be taken into consideration in 
determining what a _ particular state 
should produce in the way of new busi- 
ness as compared with its fellows, the 
inajor factors involved are: 

1. Population of the state. 

Income of the inhabitants. 

3. The total new business written in 
the state by all companies. 

4. The outstanding Equitable busi- 
ness in the state. 

Continuing Mr. Borden said: “We 
have taken these four factors and hav- 
ing boiled them together we have been | 
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in- | 


tice 
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MANY LOANS ARE MADE 


GREAT AVALANCHE NOW OVER 





Life Companies Have Had Big De- 
mands on Them During the 
Last Ten Months 


NEW YORK, March 29.—Eastern 
companies, like those of other sections 
have been called upon to make thou- 
sands of policy loans. During the pres- 
ent financial stringency there has been 
an avalanche of applications. Compan- 
as a rule have been able to meet 
demand out of their current re- 
although in some cases, un- 
doubtedly, some securities had to be 
There is a speculative instinct 
The policyholder per- 
haps figures he can take a loan paying 
5 percent to his company and then pur- 
chase securities that will pay him 8 
percent. A few years ago, the compan- 
ies changed their rates to 6 percent but 
the heavy loans are on old policies. 
There is quite a margin of profit and 
the life companies are the ones who 
suffer because of the low rate of inter- 
est stipulated in the policy contract. 
Most of the banks are charging 7 per- 
cent and some even higher. Policy- 
holders, therefore, can do much better 
by going to their life companies. 

Within the last three weeks there has 
been a let-up in loan applications. The 
hope that the worst is over. 
were put to it during the high 
tide because of the extra demands at 
the home offices for more help. In or- 
der to get out the loan papers and take 
care of the details more help had to be 
added or shifted from other depart- 
ments. Undoubtedly there had been a 
big sale of Liberty bonds and much 
borrowing of life insurance by people 
who desire to get bigger returns on 
their money 


ies, 


able to conclude with some 
definiteness as to what 
comparison 
Frankly, I want to add 
that we have made up this table as 
much for our own benefit as for the 
benefit of any manager in the field, be- 
cause it is just as important to us as to 
any manager that we have an accurate 
conception of what every state ought 
to be able to produce. Which leads to 
another confession. 


state 
with every 


each 


with the managerial staff any problem 
that we think needs attention, the 
home office has a quiet half-hour by 


itself as to its own responsibility for 
and to that problem.” In other words, 
Mr. Borden noted the appreciation by 
the head office management of the 
interest had by the officials 


confronting the latter have a very vital 
concern for the former, and can best 
be solved by a free interchange of | 
ideas between the two. 


Not Based on Agents’ Promises 


In too many instances the allotments 
for business production in the past have 
been made largely upon the basis oi 
the general agents’ promised ability to 
produce, or to endeavor to procure a 
given amount. The plan of the Equita- 
ble Life, on the other hand, is predicated 
upon the results that should be obtained 
from a given territory in accord with 
its possibilities. While the table was 
worked out for the Equitable Life, it 
can be used by every other office in the 
land. 

An admirable feature in connection 
with the allotments thus arrived at is 
that no field manager can challenge 
their manifest fairness or claim that 
anything unreasonable is expected of 
him. If his territory be limited as to 
area, in the wealth of its citizens, or the 
attitude of the people is not particu- 
larly friendly to the institution of life 
insurance, full consideration of all 
three factors have been given in figuring 
the allotment. 


INSUR: ANCE EDI T ON 


DEATHS FROM CANCER | CHICAGO MANAGERS 
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50-59, 6.6 percent; 60-69, 5.5 percent; 
70-79, 4.7 percent; 80-90, 3.8 percent; 
which gives an average percentage for 
all these ages of 4.99 percent. This 
figure shows that only .35 percent of 
| deaths from this cause occurred before 
age 40. 


| show 


| cancerous deaths is, 


degree of | 


When we take up| 


NEW ENGLAND MUTUAL’S DATA 


Shows Large Percentage of Mortality | 


From That Cause Is Among 
Persons Over 40 


The New England Mutual Life has 
just made public some interesting fig- 
ures on deaths from cancer in the ex- 
perience of that company. It says: 

“All deaths between 1844 and 1910, 
both inclusive, numbered 18,885. Of 
these, cancer and all malignant tumors, 


and everything suspected of being such, 
caused 877, or 4.64 percent. 

“The percentage of cancerous deaths 
deaths by age-decades were as 


follows: Ages 40-49, 4.3 percent; ages 


Figures for U. 8. 


“In the registration area of the United 
States, the mortality statistics of 1917 
that 61,429 deaths were due to 
cancer and malignant tumors out of a 
grand total of 1,066,711 deaths from all 
The average percentage of 
therefore, 6.1 per- 
cent for all ages. But it is interesting 
to note that of all the deaths from can- 
cer, those that occurred prior to age 40 
numbered only 5,433, as against 55.996 
for the rest of our mortal span. One 
of our agents quotes a statement from 
a popular journal to the effect that can- 
cer is now killing 10 percent of the per- 


courses 


sons who die over 40 years of age. This 
is virtually true: Out of 588,346 who 
died within the post-forty period, no 
less than 55,996 died of cancer—9.5 per- 
cent 
Stands Fifth in List 
“The average age at death of our 


policyholders during the past five years 
was 52.4, and at this age cancer stands 
about fifth in the order of causes of 
death, being exceeded by only arterio- 
sclerosis, heart, pneumonia and _ ne- 
nhritis.” 


Would Tax Withdrawn Companies 


Companies that have severed their 
agency connections in Utah but con- 
tinue to collect renewal premiums from 
persons residing there, are subject to 
taxation, according to an _ opinion 


| handed down by the state attorney gen- 








| the American 


eral. Commissioner Wells had been 
asked for information on the subject by 
Life Convention. Attor- 
nev General Cluff insists that the mere 
collection of premiums is transaction of 
and that the premiums should 
regular tax. Whether 


business 
| be subject to the 


| these taxes are just or not they are not 


| 





| the 


going to be easy to collect, in the opin- 
ion of Mr. Wells, who points out that in 
first place it will be difficult to as- 
certain iust what moneys are being re- 
ceived by companies after they have 
ceased to maintain agencies in the state. 


Bars Notes Without Interest 


Non- interest- bearing notes in payment 
of life insurance premiums are hence- 
forth taboo in Nebraska, according to a 
ruling of W. B. Young, chief of the 
state bureau of insurance. The accept- 
ance of these notes as premiums by life 
insurance companies or their agents is 
held by the department to be “incom- 
patible with good insurance practices.” 
April 1 is the date set for the ruling to 
go into effect. A fixed rate of interest 
of not less than 6 percent and not more 
than 10 percent is asked by the state 
department for these notes. 

“Such practices, if continued, will be 
considered as rebating and treated ac- 
cordingly,” the ruling continues. 


DISCUSS TENDENCY 


Offices Are 
| Writing More Life Insurance 


General Insurance 


Than Heretofore 


REASON FOR ACTIVITY 


Men Specializing on the Class Protest 
Against Increased Influence of 
the Broker 


The 
of Chicago general agents has been con 
the the 
insurance agents and bro 


Managers Association consisting 


sidering recently tendency in 


city for fire 


kers to get into the life insurance busi- 


ness. In Chicago this tendency is 
marked and has increased during the 
last few years. Many of the general 


agents feel that inroads are being made 


on the work of life insurance special- 
ists. Some of the large general offices, 
like Critchell, Miller, Whitney & Bar- 


Lyman & Hubbard, 
Rollins-Burdick-Hunter Company, Rock- 
wood-Badgerow Company, and _ the 
Wolfle-Stefflin Company, have all reg- 
ularly organized life insurance depart- 
ments. Three of these offices represent 
the Travelers. 


bour, Moore, Case, 


Got a Taste of Blood 

lire insurance men found that dur- 
ing the flush period, life insurance was 
easy to write. Many of their customers 
made the approach themselves. They 
were in the market for life insurance. 
Again the fire insurance men had only 
to broach the subject of life insurance 
and sold large amounts. The all-time 


life insurance men complain that they 
have worked up a number of cases that 
have finally been plucked off by the fire 


insurance men. Many of the fire insur- 
ance men have brokerage contracts 
with general agencies, but with their 


own offices establishing life imsurance 
departments, naturally the latter will 
be favored. The Managers Association 
discussed the subject to see whether 
there was any action it could take to 
stem the tide. 

_ Some of the managers feel that this 
is a natural development in the busi 
ness, especially where insurance men 
are writing all the other forms of in- 
surance for a customer. 


No Trouble in Getting Interview 


Many of the general agencies have 
gotten large amounts of business from 
the fire and casualty people. Inasmuch 
as the men selling the various lines of 
property and casualty insurance are in 
close touch with their assured and are 
often sent for, they have no difficulty 
in getting an interview and thus bring 
ing up the subject of life insurance 
Furthermore, the fire and casualty men 
find that their premiums are decreasing 
because many people are reducing the 
amount of their insurance owing to de- 
creasing values. The problem with fire 
and casualty men is how to maintain 
their premium income. Many of them 
find that the effort expended on getting 
new customers does not bring the same 
returns as it does with their old custo- 


mers. Hence, they figure that they can 
write their old customers for more 
kinds of insurance Life insurance 
suggests itself and when some have 


tried it out they find that the returns 
are very satisfactory. The one factor 
that all-time life insurance men say 


will militate against the success of the 
general insurance man is that fact that 
today a far greater amount of sales- 
manship is required to sell life insur- 
ance. 





Life insurance general agencies 
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Indiana 
the Home of Excellent 
Transportation 


People who have travelled through Indiana have 
often spoken of its interurban railway system as 
the best in the country. The state is intertwined 
north and south, east and west with excellent in- 
terurban facilities. In traveling from town to town 
it is most convenient to have transportation of 
this character. 














Furthermore, Indiana has a vast steam railroad 
system. Across its domain run the big trunk lines east and 
west. Diagonally across it are the big southern lines that trav- 
erse the north. Indiana, too, has many street car systems 
that are a credit to its cities. 





The ease with which people can get about the state 
puts them in touch with the activities of the times. The people 
of Indiana are a broad minded, big visioned, far seeing people. 


We submit that a people of this kind make the 
best life insurance prospects. They are thrifty. They desire 
to have their children educated. They want their homes pro- 
tected. They believe in monthly income insurance. They are 
purchasers of endowment insurance. They are insurance buyers. 
Indiana is known far and wide as a great insurance state. 





There is an advantage to7an agent soliciting 
insurance and representing a company that specializes on, 
Indiana. The Central States Life of 
Crawfordsville knows its home state from 
stem to gudgeon. It knows the people and 
their needs. It is an Indiana company for A 
Indiana people. A 































































































Come with the 


Central States Life 


Insurance Company 
CRAWFORDSVILLE, INDIANA 





If you want to write life insurance 
in Indiana 
WRITE TO 


THOMAS L. NEAL 


Second Vice President and Agency Manager 


Secretary 


Clifford V. Peterson 


President 


Edwin M. Brown 
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acknowledge that the business that 
comes through the fire agents and bro- 
kers is high grade. This is not high 
pressure business. It is the class that 
has come in naturally. The fire broker 
and agent will not press his clients to 
take life insurance for fear of offending 
him. It is not business that has been 
rejected by some other company. 
Therefore, the general agencies ac- 
knowledge that as a class of business 
it is eminently satisfactory. 

Some of the general agents at the 
Managers Association meetings have 
called attention to the high character 
of life insurance salesmanship and the 
necessity of having specialists to han- 
dle the line. They took the ground that 
it was a reflection on the calling to 
have the fire and casualty man who is 
not a life insurance specialist dabbling 
around in life insurance. 


Sells Simpler Forms 


The fire and casualty man for the 
most part sells the simpler forms of 
insurance. Being unacquainted, as a 
rule, with the finer points of the special 
contracts, he confines himself to the 
ordinary life, the straight limited pay 
life form or some of the higher endow- 
ment contracts. He does not go far 
afield. The life insurance specialists, 
however, take the position that as life 
insurance policies are not standardized 
and as there is a wide range for the 
play of judgment, the life insurance 
specialist is the only one that can give 
the highest grade of service. 


Travelers and Aetna Life Plan 


The Travelers and the Aetna Life 
are two of the important life companies 
that also write other lines of business. 
The Travelers particularly schools its 
men to write all the casualty lines 
written by the Travelers and the Trav- 
elers Indemnity. In other words, the 
policy of the Travelers is to develop 
men who sell ali lines of insurance. Its 
men are encouraged to solicit fire in- 
surance and broker it. While naturally 


men major on certain lines, some being | 


life insurance men, some health and ac- 
cident and others casualty, the tendency 
is to encourage the sale of all Trav- 
elers policies. In the cities the life and 
accident department and the casualty 
department are in the same office. 

The Aetna Life pursues a little dif- 
ferent course by separating its life 
general agencies in the big cities from 
the casualty department. However, its 
men are encouraged to write the vari- 
ous lines. The Aetna even goes farther 
and has a full fledged fire company in 
the Automobile of Hartford. Thus, the 
Aetna men can place every kind of in- 
surance in their own organization. 


Do Not Want Side Liners 


Many of the life general agents dis- 
courage their full-time men from both- 
ering with casualty and fire lines. They 
feel that they can get farther and make 
more money by specializing on life in- 
surance. Some of the life men, how- 
ever, have a considerable volume of 
outside business, especially accident, 
health and automobile. 

Probably the most unfortunate phase 
of the situation is the injustice worked 
on the life insurance specialist who has 
labored long and faithfully on a case, 
finally getting the prospect to a point 
of accepting when he is nabbed by his 
fire or casualty broker, with whom he 
is on terms of greater intimacy. 

The Managers Association has not 
devised any plan to meet the issue. 
It is doubtful whether anything can be 
worked out that will do much to thwart 
the tendency that is found in Chicago. 


May Cover City Employes 


The city of Chicago proposes to under- 
take insuring its police and firemen. In 
a bill forwarded to Springfield with the 
endrosement of the city council, insur- 
ance for city firemen and policemen is 
authorized, or the building of a fund 
from corporate revenues, the income of 
which could be used for the payment of 
dependents of those killed in line of 
duty. 





EXTENDING TERRITORY 


GREAT SOUTHERN’S NEW FIELD 





Texas Company Enters Missouri and 
Kansas and Reorganizes Forces 
in Arkansas 





DALLAS, TEX., March 29—The 
Great Southern Life of Dallas this week 
entered Missouri and is planning to 
enter Kansas, according to Vice-Presi- 
dent E. P. Greenwood, who has just 
returned from Kansas City and St. 
Louis. Already offices have been 
opened in Kansas City and in a short 
time offices will be opened in St. Louis, 
Mr. Greenwood said. It is probable that 
other offices will be opened in that state 
as the business grows. 

P. M. Morgan, for years head of the 
agency forces of the Midland Life of 
Kansas “Citly, is in charge of the Kan- 
sas City branch of the Dallas company. 
No staff has been selected for the St. 
Louis offices. Mr. Greenwood de- 
clared that a good business had been 
done already by the Kansas City 
branch and he predicted the company 
would handle a good volume of busi- 
ness in Missouri during the year. _ 

The first office to be opened in Kan- 
sas probably will be at Wichita. Appli- 
cation for license in Kansas has been 
made and license will probably be issued 
in a few days. Other offices will likely 
be opened in Kansas. ; 

The Great Southern is also reorganiz- 
ing its forces in Arkansas and will thor- 
cughly cover that state. Offices have 
been opened at Little Rock and other 
offices will be opened from time to time 
as the organization is completed. 
Officials of the Dallas company expect 4 
great business from the new territory 
this year. 





Report on Atlas Life 


The Oklahoma insurance department 
has just completed an examination of 
the Atlas Life of Tulsa, Okla., covering 
the condition and operations of the com- 
panies from date of its incorporation, 
Sept. 25, 1918, up to and including Dec. 
31, 1920. The examiner in summing up 
the result of his examination says ir 
part: 

“The records of the company are Ir 
no way open to criticism. 

“The company’s funds are safely and 
profitably invested. ; 

“File records of death claims disclos¢ 
that the company is not evasive, but 
fair in its dealings with claimants; a!! 
claims being promptly adjusted and fina! 
settlement of all just claims made with- 
out delay. 

“Actuarial methods of the compan) 
are sound. ; 

“Each department head has given ade- 
quate attention to the requirements of 
the business of the company.” 





Improvement in Northwest 

Conditions have improved in the 
northwest section as reflected by an 
increase in the volume of business 
North and South Dakota and Montana, 
according to W. Rolla Wilson, vice- 
president of the Northwestern Nationa! 
Life. ; 

The G. W. Hart Agency has written 
nearly $1,000,000 worth of business for 
the year to date, Mr. Winson said. 

The John A. Honey and Bidlake 
agencies of Montana showed substan- 
tial increases in business the past 
month. 

While the production of business in 
northwest territory is by no means as 
large as that of last year it has im- 
proved decidedly the past 30 days and 
a feeling of optimism is developing 
largely because of information coming 
from the general public and the bank- 
ing interests. 


The Travelers has opened a new 
branch office, life, accident and group de- 
partments, at 59th street and Broadway. 
New York City. Bennett S. Drew, for- 
merly special agent in the Brooklyn of- 


| fice, is in charge as manager. 
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COMPARISON IS MADE 


SHOULD USE BASIS OF 1919 


Vice-President R. W. Stevens of IIli- 
nois Life Says That 1920 Business 
Was Abnormal 


Vice-President R. W. Stevens of the 
Illinois Life tells his agents that the 
business is better than in 1919. Last 
year was the flood year for practically 
all lines of business. Every condition 
contributing to the placing of life in- 
surance in both large and small poli- 
cies was present. Mr. Stevens says 
that 1919 was a normally prosperous 
year in all lines of business. The great 
bulk of iife insurance placed during 
that year was written by the experi- 
enced, well qualified and hard working 
life insurance men. Mr. Stevens there- 
fore believes that 1921 business should 
be compared with 1919 rather. than the 
abnormal year of 1920. Commenting on 
this he says: 


Last Year Was Remarkable 


For the real honest-to-goodness life 
insurance salesman the year 1919 was 
the best we have ever known. It is true 
that 1920 was the flood year for practi- 
cally all lines of business. Every con- 
dition contributing to the placing of life 
insurance in both large and small poli- 
cies, by efficient as well as inefficient 
agents, was at the flood tide of favor- 
ableness. There was sort of a buying 
craze, so whether it was life insurance, 
land buying, silk shirts or whatnot, the 
buyers kept the sellers busy supplying 
their real or fancied needs. 

We of this generation are. not likely 
to ever see again such a business year 
as 1920 and certainly we never saw one 
before, therefore, while last year will 
undoubtedly always stand out as one of 
the most unusual chapters in life insur- 
ance history, the achievements for 1920 
should not be taken as a guide or meas- 
ure for future normal years. 


1919 Was Normally Prosperous 


yenerally speaking the year 1919 was 
a normally prosperous year for all lines 
of business and the great bulk of life 
insurance placed during that year was 
written by the experienced, well quali- 
fied and hard working life insurance 
men, therefore, it seems to me that every 
real life insurance man should consider 
his present-day opportunities and the 
present-day conditions in the light of 
1919 rather than in the glare of 1920. 

That the opportunities of the capable 
life insurance man for writing insurance 
right now are fully as good, if not bet- 
ter, than they were during the corre- 
sponding period of 1919 is soundly evi- 
denced by our comparative new business 
records. Save for 1920, the months of 
January and February, 1919, were the 
greatest comparative new business 
months the Illinois Life had ever before 
known, our total completed new busi- 
ness for those months being $4,173,500. 
For the months of January and Febru- 
ary, 1921, our completed new business 
was $4,670,000, and for the first days of 
March, 1921, our completed new busi- 
ness was $1,809,000 as compared with 
$1,310,500 for the first 17 days of March, 
1919, 

Now a Buyers’ Market 

If, as appears, is going to be the case, 
we can all make a better record this 
year than we made in 1919, comparisons 
with 1920, the insurance wonder year, 
can well be forgotten, especially by those 
men who were fully alive to the fact 
that the insurance flood gates were open 
last year and who have the satisfaction 


of knowing that they took full advan- 
tage of their unusual opportunities. 
Notwithstanding the fact, as has been 


so many times said, that the market has 
changed from a sellers to a buyers mar- 
ket, our completed new business for the 
first 17 days of this month is only $194,- 
00 less than for the corresponding pe- 


riod of last year, a shrinkage of less 
than 10 percent. 
Bruce Whitney, Mrs. Whitney and 


daughter are on a two weeks’ sojourn to 
New York and Boston, the 
from his duties as manager for the 
consin and Northern Michigan territories 
of the Mutual Life of New York in some 
time, 


first respite | 
Wis- | 

















PURPOSES OF CHICAGO FIELD CLUB 


Head of Unique Organization Explains Its Plans 








BY I. B. 


To state the objects of the Field 
Men’s Club I can best do so by refer- 
ring to the constitution. Article 2— 
“Objects,” reads as follows: 

“The object of this organization shall 
be to establish and maintain proper 
and equitable relations between special 
agents, general agents, managers and 
companies; to cultivate in the minds of 
the public a true sense of the value of 
the services rendered by efficient life 
insurance agents; to advance in every 
way the interests of life insurance; to 
promote social and friendly intercourse 
among its members.” But better than 
this and to express more generally 
what these objects are, I will read the 
preamble to the constitution: 


Purposes of Club 


“We believe that efficient, intelligent 
and honest life insurance agents give 
real service to humanity and to the 
state, in addition to the services given 
clients at the time insurance is written 
and in later years. 

“We believe that the so-called ‘help- 
ers’ or ‘pluggers,’ who are not regularly 
in the business, are largely responsible 
for the loose point of view of the public. 

“We believe that life insurance com- 
mission should go to regular life insur- 
ance agents exclusively, and that this 
principle is entitled to the endorsement 
of the public and to strict enforcement 





JACOBS 


tingencies, but why should the company 
insist upon its rights to certain renew- 
als that have been honestly earned? 
this practice or policy 
structive? All of you are anxious to 
establish your men firmly and it is 
within your power to be of assistance 
to the field men in some respect on this 
point. 
Object te Certain Contracts 


Can you tell me why some companies 
tie up their general agents with con- 
tracts so tight that they may be can- 
celled at any time and the company get 
the renewals, earned by the field men? 
Does this tend to bind the agent and 
the general agent to closer relation- 


ship 


“Should we be placed in competition 
with men who are not interested in the 
structure of life insurance, who have 
spent no time in preparation, but are 
solely interested in an occasional com- 
mission to be grabbed off—after some 
real life man has created the desire in 
the prospect? The agent in this way is 
used as a cheap advertising medium for 
the company—he deserves and some- 
times needs the money. 


Question of Supervision Cost 


It has been stated that some of the 
things we object to cannot be put into 
effect because of agency supervision 





I. B. 


company officials. 





Jacobs, branch manager of the Mutual Life in Chicago, is presi- 
dent of the Life Insurance Field Men’s Club of that city. It is a unique 
organization and the only one of its kind in the country. It is composed 
entirely of soliciting agents. Membership is not open to general agents or 
It is a rate book carriers’ association. In Chicago there 
is the Managers’ Association, which is composed of general agents and 
managers. Mr. Jacobs was invited by the Managers’ Association to appear 
before it and state the objects of the Field Men’s Club. This he did and 
later delivered the same address before his own organization. The accom- 
panying text is the address that Mr. Jacobs gave. 








by the companies and general agents 
and managers and we pledge ourselves 
to help in every way possible to estab- 
lish it. 

Public Service Institution 


“Life insurance, regulated and super- 
vised as it is by all the states, is a pub- 
lic service institution. In a public serv- 
ice institution, at least, special favors 
and rebates are morally wrong. They 
also are legally wrong. Recognizing 
this, therefore, we pledge ourselves to 
do everything in our power to eliminate 
rebates and special favors of all kinds 


as consideration or rewards for the 
buying of life insurance.” 

Are these objects wholesome and 
constructive? Let us see if some of 


the things we object to are not un- 
wholesome and against the best inter- 
est of life agents as a whole, and when 
I say this, I mean that anything that 
is not in the interest of the agent in the 
field is not good for the manager or 
general agent, nor is it good for the 
company—for are we not all working 
as one in the interest of life insurance 
—to make the business a greater pro- 
fession? 
Aim to Protect Agents 


It may be thought our objects are to 


| wrongfully take away from managers 
| or general agents; but it is not so. We 
do have a right, however, to protect 


the widows and orphans of our fellow 





agents as well as those of our clients | 


and policyholders. Why should an 
agent get a better contract with a com- 
pany he is not intimately identified 


| with than with his own or than a regu- 


lar full-time agent of that company? 
Most regular contracts contain severe 
forfeiture clauses. I believe in ample 
protection to the manager or general 
agent for the time and money invested 
in his business and to cover many con- 





cost, also that some companies insist 
upon a minimum production, which 
cannot be done if certain changes are 
put in force. For these things the home 
offices are no doubt responsible as some 
of you know, then why not let us get 
the ones responsible to help put the 
business on a more wholesome basis? 
We talk about it being a high grade 
business, or better yet, a grand profes- 
sion—let’s get together and make it _§0. 
There is no business I know oi which 
is conducted in a more haphazard or 
catch-as-can manner than this is gener- | 
ally in its selling end and you will | 
doubtless agree with me. 

Some have said the agent does not | 
work hard enough. I have been in 
other lines and so have most of you— 
I can say honestly that it takes more 
earnest effort, concentration and energy 
to write life insurance than anything 
else I know of and every other success- 
ful agent will have to admit the same 
thing. 


Would Help Raise Standard 


It has come to us that our club is 
here by sufferance or tolerance. This is 
rather a far-fetched idea, I think. I 
will leave the wisdom of such remarks 
to you. We are here and exist for a 
purpose, as American citizens and life 
insurance men. If we have accom- 
plished nothing else in the course of 
our existence, the remarks made to the 
Life Agency Officers Association at a 
recent meeting, justify our existence. 

If we have right on our side, and in 
many instances we have, then we have | 
a great factor in our favor. Show us | 
where we are wrong, let us counsel with 
each other. Don’t say we are all for self— 
show us the things we bring to your atten 
tion are wrong or unsound, don’t say you 
are going to “squash” us. Don’t let us as- 

(CONTINUED ON PAGE 8) 


Is | 


liberal or con- | 


‘DISCUSS PICKING MEN 


a 


STANDARDIZED BASIS SOUGHT 





Life Insurance Men Confer With Ex- 
ecutives of Big Industries on 
Personnel Problems 








| NEW YORK, March 29.—A move- 
| ment to standardize some method of 
| selecting men and women with a view 
to placing the right person in a given 
job has been started in New York, at 
a luncheon given by George Kingdon 
Parsons, president of the G. K. Par- 
sons Corporation, whose profession of 


business counsel and engineer has 
brought him into close contact with 
the matter of choosing men for posi- 


tions of all grades. 

Among those who attended and con- 
tributed their views to the meeting 
were Winslow Russell, vice-president 
and agency manager of the Phoenix 
Mutual Life, which was one of the pio- 
neers in this line of work; John M 
Glenn, director of the Russell Sage 
Foundation; Fowler Manning, sales 
manager of the Diamond Match Com- 
pany; G. M. Lovelace, director of the 
School of Life Insurance Salesmanship 





of Carnegie Institute, Pittsburgh; Dr. 
Beardsley Ruml, of the Carnegie Cor- 


poration; Graham C. Wells, general 
agent of the Provident Life & Trust, 
and Bevan Lawson. 


Varied Methods Discussed 


Various methods of choosing men 
ranging from the psychological tests 
such as were used in the army to the 
phrenological and handwriting tests in 
vogue some years ago were discussed 
and the weak points were freely men- 
tioned All these men, representing 


widely different fields of activity, were 
agreed on one thing, however, and that 
was the waste of time, money and hu- 
man energy involved in the high labor 
turnover which afflicts this country at 
the present moment. 

In speaking of his own efforts to find 
a workable method of selecting men, 
Mr. Parsons told of having investigated 
various systems of character analysis 
by a study of the features. Some of 
these systems which undertake to judge 
a man by his complexion are manifestly 
too theoretical, he pointed out. “Fi- 
nally,” he said, “I found one man whose 
method disregards the matter of com- 
plexion and enables an observer to 
judge an individual entirely on the rela 
tive development of his features. The 
man who evolved this system did not 
form any. general conclusions as to 





| method 


rules until he had made an analysis and 

comparison of 12,000 individual cases 

divided into occupational groups.” 
Insurance Men on Committee 

Mr. Manning told of having studied 
and applied the system to which Mr. 
Parsons referred and identified it as 
that of Dr. Holmes W. Merton of New 
York, who has acted as an advisor in 
personnel problems to some of the larg- 
est firms in the East. The Merton 
worked _ satisfactorily, Mr. 
Manning said, and he cited instances 
where the selection of men made by 
this method had resulted in better pro- 
duction. 

Mr. Glenn suggested that insurance 
companies and other large employers 
might get together and support re- 
search work in determining what 
method, or combination of methods, 
could best be used as a basis for a 
standardized system of vocational se- 
lection. A committee was then formed 
of Messrs. Russell, Manning, Lovelace 
and Parsons to communicate with the 
Personnel Research Federation and any 
other organizations interested in this 


| work and thus begin to collect the in- 
| formation necessary for an evaluation 
_| of methods of choosing men. 


R. H. Longwell, manager for several 
years of the Ohio National Life at To- 
ledo, is retiring on account of ill health. 
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Companies Win Indiana Case 


Tue decision handed down by the Ma- 
ion County circuit court of Indianapolis 
last week in favor of the life companies 
that. were combating the effort to tax 
their securities held by the state is an 
The court holds that the 
taxable 


important one. 
securities in question have no 
situs in the county. The point of issue 
was whether the county could tax the 
securities of life companies outside of the 
state that had deposits with the state in- 
surance department. 

Under the Indiana law, companies of 
that state are required to deposit the 
amount of their reserve with the Indiana 
department. The Feperat Lire rein- 
sured the Inter-State Lire of Indiana. 
The FeperaAL was required to leave the 
securities then on deposit to cover the 
reserve of INTER-STATe  poli- 
cies. The state auditor continued to hold 
these securities till 1919. In August of 
that year a tax ferret reported that these 
securities had been on deposit since 1911. 
The tax was spread, therefore, early in 
1920 and the matter was contested by the 
FEDERAL, 

The court contends that the securities 


legal 


were held by the state auditor without 
legal authority. He finds that the prop- 
crty never required any situs for tax- 
ation in Marion county; that the county 
taxing authorities had no right or author- 
ity to spread the property on the tax du- 
plicate; that the property was non-taxable 
under the facts shown in the trial of the 
case and hence declared that the judg- 
ment should be rendered for the com- 
pany. 

Other companies that have 
taken over Indiana companies were the 
PAN-AMERICAN Lire, CLEVELAND Lire and 
PropLes Lire of Chicago. Thé suit es- 
tablishes a point that is very important. 
The Feperat Lire was called upon for 
$168,000, the PAN-AMERICAN, $119,000; 
CLEVELAND Lire, $9,000; Peoptes Lire of 
Chicago, $4,000. The case establishes a 
disputed tax point. 

The PAN-AMERICAN LiFe reinsured the 
Merintan Lire of Indianapolis, the 
CLEVELAND Lire reinsured INTERMEDIATE 
Lire of Evansville, the Feperat Lire re- 
insured the Inter-State Lire of Indian- 
apolis and the Peories Lire reinsured the 
Mopern Lire of South Bend, Ind. 


involved 


Keeping Everlastingly At It 


R. W. Srevens, vice-president of the 
Inuinois Lire has sounded the slogan, 
“To sell policies, see people,” in such an 
emphatic manner and has swung it on 
the masthead of his craft in such a 
graphic way that he has attracted wide 
attention. Semetimes an epigram be- 
comes a battle cry that leads to vic- 
tory. 

Agency managers have been teach- 
ing the doctrine of seeing people for a 
long time. They realize the fact that 
any life insurance man who consci- 
entiously, systematically, intelligently 
and industriously canvasses his district 
will have no trouble in getting pros- 
pects and closing them. The big temp- 
tation to kill time is eternally with us 
when we are not actually required to 
put in a certain number of hours per 
day at a task. It is very easy to find 
an excuse not to work. Mr. STEVENS 
tells an instance in connection with one 
of his own men that is of interest. He 
says: 


Recently one of our special agents 
dropped into a town of less than one 
thousand for the purpose of working 
with the local agent. The weather was 
most unpleasant, cold and raining hard. 
Mr. Local Agent was finally located in 
a pool-room where he explained to the 
special that because of the condition of 
the roads there was no use trying for 
business. 

The special a pool 


agent was not 


player. He was marooned in the town 
until evening. He, therefore, suggested 
to the local that they make an effort for 
some town business. The suggestion 
was overruled on the ground that the 
local knew all about insurance condi- 
tions there and it would be a waste of 
time and energy to make a canvass. 

In spite of the weather and the first- 
hand opinion as to the uselessness of 
local work our special agent decided to 
go to work and find out for himself the 


local insurance situation. He had to 
work alone because the local agent 
would not go out with him. At the 


close of six hours’ hard work, during 
which time he approached nearly all of 
the business men whose store fronts in- 
dicated they were worth while—and 
practically none of whom were busy 
waiting on customers because of the 
weather conditions—he had three appli- 
eations for a total of $10,000 of insur- 
ance. And an interesting phase of his 
experience was that not one single per- 
son on whom he called referred to the 
fact that the fellow in the pool-room 
was this company’s representative. 
The records conclusively show that 
any man carrying the ratebook of any 
life insurance company in good standing 
who will enthusiastically, energetically 
and systematically see people every day 
can make more money as a life insur- 
ance salesman than he could possibly 
make in any other line of human en- 
deavor to which he might devote the 
same time, energy and ability which he 
devotes to insurance; and further, I sin- 
cerely contend that any man holding 
himself out as a life insurance agent 
who does not, regardless of weather 
conditions, approach during each work- 
ing day as many as six people on the 
subject of life insurance, is not doing 
his duty to himself, his family, his com- 
pany or the community in which he lives. 


PERSONAL GLIMPSES of 
| LIFE UNDERWRITERS 




















John R. McFee of the Penn Mutual 
Life in Chicago has written a special 
treatise on “Hidden Liabilities of Prop- 
erty Ownership.” It is a presentation 
and elucidation of the nature and the 
extent of involuntary liability resulting 
in impairment of property values. It 
fully covers the inheritance and income 
taxation question in relation to life in- 
surance, not only from the well-known 
viewpoint of Mr. McFee himself, but in 
relation to the federal rulings and reg- 
ulations which are explained and 
critically estimated. Mr. McFee con- 
ceives an estate liability to inheritance 
taxation as but a phase of broader in- 
voluntary property liability capable of 
relief by life insurance. The book from 
a legal viewpoint considers common law 
and statutory property rights as well 
as the economic basis ot ownership and 
acquisition. Probate administration in 
all its details and expense is considered. 
On the margin of the book the running 
thought of the text is digested and 
printed in colors to contrast with the 
printing of the text. So the thought 
may be quickly gleaned by reading the 
margin. An exhaustive index is one of 
the most valuable features. Mr. McFee 
is one of the well-known life insurance 
authorities who has studied the in- 
heritance and income tax questions 
from the life insurance standpoint. The 
book sells at $10 a copy. George G. 
Renneker Company, 312 West Ran- 
dolph street, Chicago, is the publisher. 


The Equitable of New York an- 
nounces the appointment of Ballard 
Dunn as supervisor of group insurance 
service. He will give particular atten- 
tion to extending the service work of 
the company in connection with new 
and existing groups, and co-ordinating 
the work carried out under the director 
of safety and personnel and the bureau 
of conservation. 

Before becoming associated with the 
Equitable a little over a year ago, Mr. 
Dunn assisted the president of the 
Union Pacific Railroad in the service 
work for the employees of that system. 
Later he was in charge of the bureau 
for suggestions and complaints of the 
United States Railroad Administration 
at Washington, and subsequently en- 
tered the Bureau of War Risk Insur- 
ance, where he acted as assistant chief 
of the insurance division under Second 
Vice-President Leon O. Fisher. 


Cyrus H. Lang, supervisor of the 
Prudential at the head office, died 
March 12. He was born in 1849, Mr. 
Lang entered life insurance by becom- 
ing a home office employee of the 
Massachusetts Mutual Life. He served 
that company for 25 years at the home 
office, New York, Buffalo, Pittsburgh 
and New Orleans. He went with the 
Prudential in 1895, assisting in develop- 
ing the ordinary branch. He covered 
nearly every state in this work. In 1900 
he was made manager of the southern 
division. In June of 1917 he became 
supervisor and an officer of the com- 
pany. 

George Kuhns, president of the Bank- 
ers Life of Des Moines, was host to 
associates of C. C. Blevins at a party 
given as a farewell to Mr. Blevins at 
the Des Moines Club. Mr. Blevins has 
been put in charge of the sales force 
of the Bankers Life in the territory west 
of the Rocky Mountains. He was pre- 
sented with a handsome portfolio and 
other tokens of esteem, with 
Jackman, regional sales manager, mak- 
ing the presentation speech. Mr. 
Blevins has been superintendent of 
agents for the Bankers Life for many 
years. 

T. W. Appleby, secretary and man- 
ager of the Ohio National Life, has re- 
turned from a trip to the company’s 
Nebraska agency, where the company 





REPORT ON NEW WORLD LIFE 


Convention Examination of Pacific 
Coast Company Made by Com- 
missioners of Six States 





A report has just been issued on a 
convention examination of the New 
World Life, made by the insurance 
commissioners of Washington, Idaho, 
Oregon, Montana, Illinois and Wiscon- 
sin. The examiners took about six 
weeks to make the examination of the 
company and went into its records 
thoroughly and found the business 
conducted very efficiently. Among the 
statements in the report are the follow- 
ing: 
“The payment: of claims has been 
prompt and satisfactory.” 

“Mention should be made also of the 
reasonable expense in securing busi- 
ness.” 

“As to capital stock, this company is 
one of the largest in the country and 
the surplus to policyholders approxi- 
mates 44 per cent of the total admitted 
assets. It is efficiently and econom- 
ically managed and in excellent finan- 
cial condition.” 

The new financial statement of the 
company just issued shows admitted 
assets $3,754,949; capital stock, $1,134,- 
500; surplus $503,119, and surplus to 
policyholders $1,637,619; insurance in 
force $29,021,190 and net reserve $2,- 
057,559. These figures show gains over 
1919 in premium income of $178,457; 
in legal reserve $403,430; in assets $507,- 
155, and in surplus $85,974. 





Missouri State’s New Plan 


A direct-by-mail advertising cam- 
paign, in the interests of its agencies, is 
being launched by the home office of 
the Missouri State Life of St. Louis. 

The home office is going to circular- 
ize a selected list of men and turn over 
to the agencies the lists of those whose 
interest has been aroused. Each agency 
will submit its list of prospects for the 
canvass and with the hearty coopera- 
tion of home office, agency and sub- 
agency, this campaign will benefit all 
concerned. 


Travis May Rescind Order 


It is probable that Superintendent 
Travis of Kansas will rescind his order 
to life companies that no registrations 
of policies will be made after April 1. 
The legislature allowed the insurance 
department three additional clerks. 
These may not be available until July 1. 
As the work shapes up it is expected 
that the order will be rescinded so that 
the registrations may be continued with 
some delay until July 1, when the new 
clerks will be on hand to handle the 
business. 


Grand Rapids Agency Organizes 
The Grand Rapids agency of the Agri- 
cultural Life of Bay City, Mich., which 
opened temporary offices in Grand Rapids 
a year ago, has now permanently organ- 
ized there with Albert Smith as president: 


A. A. Frary, vice-president: Benjamin 
Chamberlain, secretary: Frank In- 
galls, treasurer; Mark Miles and Harry 


Truesdell, publicity and advertising di- 
rectors. Success attended the first year’s 
activities of the agency under direction 
of Mr. Truesdell. 





has several good men at work. The 
company is having this month what 
will possibly be the best month in its 
history. 


A. B. Ambler, superintendent of 


agencies of the St. Louis Mutual Life. 
has resigned, the resignation to take 
effect June 1. Mr. Ambler has made a 
good record with the St. Louis Mutual. 
the company showing a steady growth 
under his management of the agency 
department. He will remain in the life 
insurance business. 





It’s the ability a man uses, not the 
ability he possesses, that regulates his 
reward. 
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HOPE TO AMEND KANSAS LAW 





Companies Will Renew Fight on 30- 
Day Cancellation Notice at Next 
Legislature Session 


TOPEKA, KAN., March 29.—The 
two big life companies which write in- 
dustrial insurance in Kansas have not 
given up hope of getting an amendment 
to the law so that they will not be 
compelled to give 30 days’ notice of the 
cancellation of those industrial policies. 
Some years ago the legislature passed 
a law requiring that before a life insur- 
ance policy can be cancelled there must 
be a written notice sent out at least 30 
days before the date the policy is to be 
cancelled. The courts and the insur- 
ance department have held that this ap- 
plies to the industrial policies. During 


the past two sessions of the legislature 
an effort has been made to secure an 
exemption for the industrial policies. 
But each time the bills died on the 
calendar without obtaining any action. 
The attorneys for the insurance com- 
panies here have announced that they 
plan to secure earlier action in the next 
legislature to see if the bill cannot be 
passed. The two big companies writing 
| this business are compelled to maintain 
large special departments to watch the 
industrial policies in Kansas alone and 
attend to the cancellation notices. 





| 


Transferred to Richmond 


Charles M. Rankin, assistant superin- 
tendent of the Prudential at Louisville, 
Ky., has been transferred to Richmond, 
Va., to take charge of the office there. 
Mr. Rankin has been with the Prudential 
for 11 years, serving at Connersville, 
' Ind., before going to Louisville. 








| LIFE AGENC 





Y CHANGES 








H. A. Smith 


H. A. Smith, for the past eight years 
one of the leading life insurance sales- | 
men of Louisville, has been appointed 
supervisor of the Equitable Life of New 
York, wth headquarters in that city. He 
will assist Henry J. Powell, manager of 
the Kentucky, Southern Indiana and 
Southern Ohio agency, in organization 
work in that territory. Before entering 
life insurance work Mr. Smith was a 
high school teacher in Louisville. 


Campbell Gives Up Territory 


Robert Campbell of Detroit, manager 
of the Manufacturers Life for Michi- 


|} handle the business directly. 


agership for the Northern Alberta of 
the Canada Life. Mr. Gable formerly 
was the manager of the Dominion Life. 
He will be succeeded by Robert MacIn- 
nes. A farewell banquet was tendered 
Mr. Gable last week by the life under- 
writers of his section. 


Life Agency Notes 


Barton & Beck, state agents at Bis- 
marck, N. D., for the Provident Life of 
North Dakota, have ended their contract 
with the company. The company will 


L. D. Brown of Newport News, Va., 
has been given the general agency of 
the Maryland Life for his home city, 
Norfolk, and the adjacent territory. 





gan, Ohio and West Virginia, has re- 
linquished the latter two states and will 
hereafter confine his attention to Mich- 
igan. G. H. Knight, of Cleveland, be- 
comes manager of the company for 
Northern Ohio. 


J. W. Gable and Robert MacInnes 


J. W. Gable of Saskatoon, Sask., has 
gone to Edmonton to take over the man- 


G. C. Roby, for the past six years con- 
nected with the Detroit agency of the 
Mutual Life, has been promoted to a po- 
sition with the Darby A. Day agency of 
Chicago as instructor in inheritance tax 
insurance. 

Eighty employes of the Connecticut 
Mutual Life in Hartford have applied to 
the savings division, first federal dis- 
trict in Boston, for a charter. Secre- 
tary George W. Smith of the home office 
says a charter has been promised. 





NEWS OF LOCAL ASSOCIATIONS 





Milwaukee, Wis.—At the first meeting | 
of the Milwaukee Association under the 
new organization plan adopted at the 
annual session in February, President 
Albert C. Olson, special agent of the 
Northwestern Mutual Life here, an- 
nounced the board of directors which is 
the “backbone” of the organization pro- 
gram, and which forms a continuous 
representation in the major activities of 
the association for every legal reserve 
life insurance company operating in 
Milwaukee. 

The new plan, which will be placed 
before the national association as a 
model at the 1921 annual convention in | 
the fall, is intended first of all to pre- 
vent the interruption and unavoidable 
dropping of projects that usually come | 
With changes in administration each | 
year. It insures the services of, past 
presidents for at least one year after 
the election of a new executive, together 
with an intimate knowledge of the af- 
fairs of the body continuously, through 
rotation in office by one board, as 
against the old system of numerous com- | 
mittees which came and went simulta- 
neously with the succeeding officers with 
the usual result that business unfin- 
ished at the fiscal year-end, was left un- 
finished, or could only be revived with 
time-consuming duplication of effort. 

The board of directors was announced 
as follows: 

Three Years—Albert Mielenz, Aetna; 
k. L. Carson, Equitable; E. R. Gettings, 
National Guardian Life; Bruce Whitney, | 
Mutual Life of New York; Clifford L. | 
McMillen, Northwestern Mutual, and | 
Manaford W. McMillen, Prudential, presi- | 
dent in 1920. | 

Two Years—Frederick G. Barnum, | 
Franklin Life; William Knoelke, Great | 
Northern Life; Albert C. Becker, New | 





| M. Johnson, formerly of St. Louis, re- 
| cently elected president of the Security 


| man having life insurance. He said the 


‘said. He believed that business insur- 


York Life; Frank J. Tharinger, Old Line 
Life; Paul H, Kremer, Penn Mutual, and 
T. H. Richie, Travelers. 

One Year—Jacob Bruell, Bankers’ Life; 
Joseph M. Briggs, Massachusetts Mutual; 
Cc. J. Kallmeyer, Metropolitan; Jerome C. 
Saltzstein, New England Mutual; Thomas 
J. Fleming, North American, and A. J. 
Goetsch, Wisconsin National. 

Judge Albert C. Backus of the Milwau- 
kee municipal court, the “Judge Lindsey 
of Wisconsin,” spoke on “Life Insurance 
and Its Efficiency on Coming Genera- 
tions.” 

The legislative committee reported the 
defeat of the state life fund agency sys- 
tem bill and also of a double-indemnity 
amendment for the law regulating the 
writing of permanent disability policies. 

ok * * 

Dallas, Tex.—The relation of life in- 
surance to bank credits was the subject 
considered at the regular monthly meet- 
ing of the North Texas Association. The 
subject was discussed by two of the 
leading bankers of the city. ne. F & 





National Bank of Dallas, led the discus- | 
sion. He was followed by Jack Gilles- 
pie, vice-president of the Dallas National 
Bank. 

Dr. Johnson said there is nothing 
which strengthens bank credits like a 


bankers have long since learned that 
life insurance is the best asset a man 
can have and that they generally in- 
quire after that feature of a man’s busi- 
ness when he seeks a loan of any con- 
sequence or for any length of time. The 
same things apply to corporations, he 


ance, or insurance for the heads of cor- 
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‘‘A Company For The People’’ 


GRANGE 
LIFE INSURANCE 
COMPANY 


LANSING - MICHIGAN 








GENTS representing the Grange Life have a number 
of points in their favor. It is a strongly ballasted 
institution, so that it appeals to those who are wont 

to scrutinize financial statements carefully. Its invest- 
ments are chiefly in farm mortgages which yield a large re- 
turn. These securities are the safest and most lucrative 
for life companies. 


To the man in the city, the Grange Life has an appeal be- 
cause of its plain, clear and business like policies. They 
meet every personal and business demand. 


To the people in the agricultural sections, the Grange Life 
is regarded as their own particular company. Much of the 
capital stock is owned by farmers. They have been back 
of it from its inception. They are giving it strong sup- 
port. 


The backing of the people in the rural localities means 
much to the agents who are selling Grange Life insurance. 
They have tangible support wherever they go. They do 
not have to be introduced, because the people know all 
about the company. 


The Grange Life is admirably located in one of the wealthy 
and prosperous states of the Union. Michigan is alive 
with industry. It is a state of manifold resources, It is 
an ideal home office state and a wonderful field in which 
to operate. 








Capital Stock - - $ 185,174.01 


Assets - - - - 732,113.43 
Surplus - - - 204,961.26 
Insurance in Force - $10,967 ,689.02 








N. P. HULL 
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C. H. BRAMBLE 
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I. D. WALLINGTON 
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CAPITAL, $200,000.00 
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STEPMEN M. BABBIT, Pres. 








AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR., President 


SIXTEENTH ANNUAL STATEMENT 
December 31, 1920 
LIABILITIES 


Net Reserve, American Exper- 
ience 3 and 3}4 per cent..... .$7,396,045.84 


ASSETS 


Collateral Loans ................ ,000.00 Special and Contingent 
Loans Made to Policyholders tl ee en a wet 259,645.61 
(on this Company’s Policies). 833,036.67 Reserve for Death Losses in 
Sia tedncegates 4ee iE 800.52 Process of Adjustment ...... 90,378.28 
Cash in Banks............ ..... 1,061,568.06 All Other Liabilities ........... 117,915.57 
Certificates of Deposit......... 46,430.00 Capital Stock....... $500,000.00 
Interest Due and y meme sates 201,563.71 Assigned Funds .... 213,379.00 
Net Deferred and Uncollected it si abenni deen 000.54 
PD ccpcnddaveseccsaees 189,248.61 Surplus to Policyholders ...... 1,441,379.54 
All Other Assets é : 4,196.87 
Total $9,305,364.84 nr ian .$9,305,364.04 


Life Insurance in Force, $145,648,442.00 


“Paid Policyholders, $9,106,964.47 
“ANCHOR TO THE ANICO” 


For further information communicate with 


C. S. HUTCHINGS, Actuary and Agency Mgr., Ordinary Department 
W. J. SHAW, Secretary and Mgr., Industrial Department 











More Than 1'4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1911 Jan. 1, 1916 





Jan. 1, 1921 


Assets $ 5,614,764 $10,279,663 $ 22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Qouartive opportunities open to agents in Ohio, Indiana, Kentucky, 
est 


irginia, Pennsylvania, Michigan, Illinois and Missouri. 
The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 


largely considered by bankers when re- 
quests for loans are made. 

Mr. Gillespie said the bankers are be- 
coming more and more insistent on life 
insurance for credits and declared a 
,man with the proper amount of life 
insurance could always get what he 
wanted in the financial world. 

Following the discussion of the bank- 
ers the insurance men, some 75 in num- 
ber, conducted a round table discussion 
of the subject and other matter pertain- 
ing to the activities of the North Texas 
organization. Henry Camp Harris pre- 
sided at the meeting. 

> . > 





Minneapolis, Minn.——Last week's meet- 
ing of the Minneapolis Association af- 
forded conclusive evidence that the in- 
fluence of the February sales assembly 
did not fade away with the short month. 

In conducting the questionnaire on 
business insurance, continuing the sajes 
assembly discussion, J. Walker Godwin 
told of a man who was borrowing heav- 
ily from the banks at a high rate of 
interest. when he discovered that his 
policies had a loan value of over $90,000 
at a much lower rate. The speaker sug- 
gested that in case of partners with a 
wide disparity in ages, the proposition 
should be submitted in combined form. 
A law firm with large outstanding ac- 
counts needs protection in the interests 
of members who may be removed by 
death. Other instances were mentioned, 
one being the case of a man who as the 
result of being approached tactfully 
took $100,000 whereas he only had $2,000 
before. 

Mr. Berry and Mr. Odell followed, each 
mentioning instances of personal expe- 
riences in closing cases by means of the 
right use of diplomacy. 

In speaking on the income policy, O. 
E. Seller said that the plan of buying a 
home, or stocks, bonds, mortgages and 
the like as a means of providing income 
for a family has failed in a majority of 
cases. When a business fails it means 
that the thing for which a man has 
toiled and given his life is gone. 

Ninety-six per cent of all the frauds 
perpetrated through the mails are on 
widows who have received insurance in 
a lump sum. Income insurance alone 
can answer. An instance was given of 
a woman with $8,000 lump sum insur- 
ance who because of its loss had to 
work in a factory at $15 per week. 

Of the $80,000,000 estate of J. P. Mor- 
gan $11,000,000 were found to be in 
worthless securities. What then may be 
expected of those less qualified to judge 
of what is safe? 

Mr. Timberlake called attention to the 
important fact that unless the income 
policy is written without the right of 
commutation the intent of the insured 
may be thwarted after all. 

A brief inaugural address was given 
by President Orrin L. Edwards, who 
promised less than he will probably per- 
form during his term of office. 

> . > 


Chicago—The Chicago association will 
holds its March meeting April 26. It 
has arranged for Dr. J. A. Stevenson, 
one of the vice-presidents of the Equi- 
table Life of New York, to give the talk. 
Dr. Stevenson is one of the pre-eminent 
educators of the country, was formerly 
director of the School of Life Insurance 
Salesmanship at Carnegie Institute and 
is a splendid talker. 

*x* * * 

Waterloo, Ia.—The newly organized 
Waterloo Association has elected offi- 
eers as follows: President, G. H. Golly; 
first vice-president, J. E. Bragdon; sec- 
ond vice-president, J. E. Ray; secretary 
and. treasurer, D. Bragdon; executive 
committee, A. A. Sohner and A. H. Peter- 
son; national committeeman, W. B. Nau- 
man. 

. . . 

Grand Rapids, Mich.—The welfare 
committee of the Grand Rapids Associa- 
tion is discussing with the Grand Rap- 
ids city commission a proposition to 





place part of a bond issue of $384,000 
with various life insurance companies. 
The bonds are for erection of a tuber- 
culosis sanitorium. 





New Texas Company 


The Commonwealth Cooperative Life 
of Dallas, Texas, is now writing busi- 
ness. Under the present laws of Texas 


is given. The required number has 
been secured and the company is now 





Organized February 23, 1888 











las has been the active head in charge 
of the organization of this company. 


a mutual company must secure 200 ap- | 





PURPOSES OF CHICAGO 
FIELD CLUB EXPLAINED 
(CONTINUED FROM PAGE 5) 


sume that we are so shallow mentally 
as to deserve little or no consideration. 
Who knows but that the Field Club 
can help you raise the standard of this 
business? 


General Agents Overwriting Commission 


As to eliminating of general agents 
overwriting commissions, by giving 
then to the agent, this subject has 
never been at any time either formally 
or informally discussed by this club nor 
any of its committees. My own knowl- 
edge does not extend far back, but I 
took the pains to inquire of those who 
should know. Still from observation in 
the Chicago field the practice is gaining 
headway and with good companies. 
Our ideas have been that more com- 
mission is of no value. If you pay more, 
it only enables one to give more. We 
want all the commission. I am not 
aware of what factor the companies use 
in making new general agencies; it may 
be that they feel certain agents are be- 
yond the necessity of supervision and 
should be paid accordingly; nor am I 
able to say when an agent should auto- 
matically become a general agent, or if 
at all, but there are companies who 
make it a point to never select a gen- 
eral agent from their own ranks. I can- 
not see the wisdom of this, unless the 
contracts are so severe as to enable the 
company to hold them with penalty 
provisions, and again it may be these 
companies feel that some general agents 
neglect their older agents with little or 
no service, therefore, are not entitled 
to further pay for it. This comment on 
elimination of general agents overwrit- 
ing commissions is made because the 
question was brought to my mind only 
recently. 

Club’s “Ideal Conditions” 


How to correct some of the evils, the 
club has cussed and discussed matters 
for many months and finally the thing 
was concentrated and developed into 
what we call our “Ideal Conditions.” 

1. Agency should be made up of 
full-time special agents only. 

2. No commissions will be paid to 
part-time men until three cases are paid 
for, these cases to be other than on his 
own life, life of a relative or life of a 
business associate, and said part-time 
contract to be limited to six months. 

3. A general agent or manager 
should not permit the writing of per- 
sonal business to interfere with devot- 
ing the necessary time and effort to 
managerial and executive duties. In 
other words, the interests of his organ- 
ization should be recognized as his own 
and should have precedence over his 
individual interests. 

4. Brokerage should be accepted 
only from full-time agents of other life 
companies. 

5. Contracts should provide for 
commissions on the basis of not less 
than 50 percent for ordinary life and 
nine renewals of 5 percent each. 

6. Renewals should be safeguarded 
and guaranteed to special agent or his 
estate, without penalty or deductions, 
provided special agent has devoted his 
entire time to the agency for two years. 

7. Since cooperation and _profit- 
sharing in other lines of business has 
proven beneficial, we recommend the 
adoption of same in the life insurance 
business. 

Special Agents’ Part 


In order to realize these ideal condi 
tions the special agent should: 

1. ' Be loyal to his company, his gen- 
eral agent and his agency associates, 
giving them the best there is in him 

2. Live up to his contract with com 
pany and general agent as to rebating, 
and also to the ethics of the business as 
to misrepresentations and __ twisting. 
Agents should cooperate to protect 


plications for insurance before a license | each other’s business and their clients 


as well. 
3. Be honorable in competition, so 


doing business. S. M. Dooley of Dal-| as not to poison the mind of prospect 
in the institution of life insurance. 
$100,000 


4. Produce at least new 
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business each year, with at least $3,500 
of new premiums. 

5. Take an interest in 
philanthropic affairs. 

6. Live an honest life—don’t be a 
four-flusher—spending all he makes 
and perhaps more. Endeavor to make 
this new business pay his living ex- 
penses and save his renewals. 


civic and 


How to Accomplish These Ends 


Much can be accomplished to bring 
about these conditions if he will— 

1. Discuss these matters with his 
general agent in the proper spirit. This 
can best be done through an associa- 
tion of the special agents in his own 
agency. 

2. Let his every act be such as will 
gain for him the respect and confidence 
of his general agent; of every life in- 
surance man and the public. 

4. Show his belief in life insurance 
by buying it himself—this is the best 
way to persuade others. 

4. Be a booster of the Field Men’s 
Club—attend the meetings, exchange 
views with other life insurance men and 
learn to know them better. 


Deeper Interest in Life Insurance 


We are not a hostile band set out for 
loot, anymore than your own agency 
force. Our interests are the same, as I 
have said before. There may be radi- 
cals in our club, and there may be some 
among your membership, but I am sure 
the ultimate purposes of either organ- 
ization cannot be swayed by a small 
and insignificant minority. The higher 
purposes must maintain and I am sure 
they will as long as care is exercised in 
the selection of executives. We propose 
by a large membership to promote a 
deeper feeling of general interest in the 
institution of life insurance, a friendly 
relationship of rivalry between agents, 
instead of unfair competition. This we 
hope will result in the elimination of 








NORTHWESTERN MUTUAL’S PNEUMONIA 
AND INFLUENZA STATISTICS 








Civilians 
Ages at Death 
Years 16-39 











Army and Navy 
Ages at Death 











Total 
A 


HE Northwestern Mutual Life has summarized its experience during the 
"T influenza epidemic. From the table it will be noticed that the height of the 

first wave was in October, 1918, and the peak of the first recurrence was in 
February, 1920. One of the features is the number of claims in the age group 
below 40 in the epidemic months of 1918 and the increase in the proportion over 
age 40 in the latter part of that period, 1919, amd in the 1920 recurrence. 
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Can "See Any Decline | 
In Life Insurance 


“Harry K. Allen of our agency is a 
man of decided opinions,” said Assistant 
Manager H. S. Standish of the Union 
Central Life at Chicago. “He is bull- 
headed, I may say. You can’t make him 
believe that there is anything the mat- 
ter with the life insurance business. 
When he goes out to sell life insurance, 
he sells it. He made as good a record 











40 and over 16-39 40andover Agesat Death | recently as he has at any time. He 
1918 No Amount No. Amount No. Amount No. Amount No. Amount finds that there are plenty of good pros- 
ek cake 28 $ 101,633 12 $ 54,265 37 $ 59,000 1 §$ 1,000 78 $ 215,898 | pects that are willing to buy life insur 
Oct, ces. 455 1,675,540 159 679,569 204 401,513 2 12,000 820 2,260,622 | ance. 
MOV. scccce 210 552,685 78 275,123 32 59,000 2 6,000 322 893,280 “What I have said about Harry Allen 
coeecsaer 33,753 96 514,538 25 191,000 0 0 370 1,539,291 | . . a avs eS ee « 
_ - <aemes a + — ——e = — , ‘ _ | indicates the real situation in life insur- 
Total 942 $2,655,611 345 $1,523,495 298 $711,013 5 $ 19,000 1590 $4,909,119 ance today,” continued Mr. Standish, 
1919 oe See . 
Jan, ...... 161 $ 478,800 73 $ 275,027 20 § 32,000 0 $ 0 254 $ o7 | “The fellow who is out working hard, 
ER craigs 63 250,323 50 259,533 22 57,700 1 706 136 | who has not given up hope, who be- 
Mar. ...... 56 136,800 59 204,261 = 5 7,000 1 1,000 121 | lieves that conditions are prosperous, 
22 5, , 58,0 : 2,000 55 * sates : of 
apr. cdwaeip 7 — +4 ryt : ‘ase ° . = iézas2 | can find plenty of prospects that will 
.  teateeatai 4 420006 65.000 1 1.000 0 ® 11 108.000 | buy life insurance. The deflation period 
July 1 1,000 5 75,500 1 1,000 0 0 7 77,500 | has created new prospects. There is 
a en a oon eS oe - — |} plenty of money in circulation. There 
3 83,875 240 9 35 «65 $101,700 2 3$ 706 606 2°77 5) P ’ . : 
ret” 31 $ 983,875 240 $1,190,135 101, 70¢ $ 1,706 606 $2,277,416 are numerous men that have a margin 
| 31 $ 124,500 22 $ 130,750 0 $ 6 0 $ ® 53 $ 265,250 of money to spend over and above what 
pe 129 341,585 81 398,315 1 2,060 0 6 211 741,900 | it costs them to live. Furthermore, a 
Se rk amie 21 168,000 23 146,327 1 2,500 0 0 46 316,827 | , » hove heen * ” 
(Sees 8 18,556 13 29,500 0 0 0 o 21 48.056 | number of people have been “stung” in 
May ...... 2 2,000 7 25,000 0 0 0 0 9 27,000 | the investment field and they are more 
191 $ 654.641 146 $ 729892 2% $ 4500 0 8 © 339 81.209.033 | friendly to life insurance than ever, 
wou ave 5 oes ae  Teaees “- $ asta F oA "| They see in life insurance something 
Grand that is stable and permanent. While its 
Total ..1446 $4,294,127 731 $3,434,522 351 $817,213 7 $207,706 2535 $8,575,568 | financial returns may not be as great as 
, ny , $7,737,648 some of the earnings in industrial en 
CHU cn ccceesecsceces .No, 2177 7,737,649 fre : a ss : . i Oe 
Army and Navy ; 358 837.919 terprises, yet the losses in life insurance 
—- — | are nil, while those in industrial and in 
RE  ccskaweeinaes 2535 $8,575,568 | vestment fields are tremendous. 
— —— _| “We are all getting back to our nor- 
- Be spo . _ : | mal position. We went ahead very fast 
ciples is undesirable and will retire week and decided to hold the annual | nd traveled at an abnormal gait during 
from membership when he finds his meeting in Chicago, June 2-3. | the deflation day. When we get back in 
views do not meet with approval, just ; our proper track, we will find that we 
as an undesirable does from an agency Life Notes are considerably ahead of where we 


organization in which he finds himself 
out of place. 








some of the things you do not like and 
the things we are striving to drive out. 
A member of our organization who is 
out of harmony with our high prin- 


Annual Meeting in Chicago 


The board of governors of the Amer- 
ican Institute of Actuaries met last | 


George 


Washington Life. 


at San 


W. L. Hathaway, manager 
Francisco for the Mutual Life, is in New 
York attending a conference with the 
company's officials. 

| Harrison Browne Smith, son of the 
| president of the company, has been ap- 
pointed assistant treasurer of the 


would have been had conditions moved 
along as they were in 1914.” 


The Aetna Life girls will present a 
big minstrel show in Hartford, April 7 
The Aetna Life Men's Club is planning 
an event for April 5 
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YOUR TERRITORY 


—Can You Work All of It? 








Suppose the square to the left represents your terri- 
tory, and that 100,000 people of insurable age 
reside in it. 











Then suppose that 50% are women. Unless you 
can write women, it would be as though your 
territory were cut in half. Lincoln Life Agents 
can write women at the same rates as men. 































































































And again, suppose that 10% of the people in your 
territory are overweight or have some slight 
physical impairments. Your territory would be 
still further cut down unless you could write such 
risks. Lincoln Life Agents can write many 
of them. 








































































































Then again, if another 5% of these people were 
engaged in such occupations as railroading, 
mining, electrical work, etc. It would be the 
same as though another slice had been taken off 
your territory, unless you could write such risks. 








































































































When You Ginxur) (wm me @uincow) You Can Work in 
100% of Your Territory 


The 
Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


LINCOLN LIFE BUILDING FORT WAYNE, INDIANA 
NOW MORE THAN $160,000,000 IN FORCE 
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| Lincoln Life Agents can write them. 
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Wisse Ae Life Risks; 
Problem of Companies 
That Are Writing Them 


BY DR. CARL STUTSMAN 
Medical Director Merchants Life of lowa 


IFE insurance rates have been built 
. up on the basis of the mortality 

experience with adult male lives. 
In a consideration of the insurability 
of adult female lives, then, the ap- 
plicability of male tables became a ques- 
tion of the comparative mortality of 
the two sexes. Generations of under- 
writers have given the question careful 
deliberation and all the best sources of 
information have no doubt been pretty 
well canvassed. However, the canvass 
does not seem to have produced such a 
crystallization of opinion as to result 
in a satisfactory uniformity of action. 
We may accept as -well established the 
following propositions: 


1. Census returns indicate that in 
the general population the female shows 
a greater tenacity of life, and, therefore, 
a greater longevity than does the male. 

2. Women annuitants live longer 
than men annuitants. 

3. Women whose lives have been 
insured for more than nominal amounts, 
on the other hand, have shown a lesser 
tenacity of life and a lesser longevity 
than have men of the same class. 

Always, I believe, have these propo- 
sitions been demonstrated, at all times 
and in all countries where they were 
capable of proper demonstration at all. 


Adverse Selection Emphasized 


It is not uncommon to hear com- 
pany officials say that their experience 
with women has been unfavorable; but 
seldom are they in a position to say 
that a close analysis of the business on 
their own books reveals the reason wiy. 
One of the chief aims of this paper is 
to emphasize an accepted belief, which 
has previously and often been better 
proclaimed before, to the effect that 
such unfavorable results as companies 
have experienced with their women 
lives has been due in the very greatest 
degree to adverse selection. 

Experience teaches that female lives 
have lent themselves to speculation in 
life insurance contracts to a greater de- 
gree than have male lives. The opinion 
prevails that fair woman has drawn her 
chair up to the table, given us “cards 
and spades” and beat us at our own 


game. 
Choose the Cheaper Forms 


Speculative risks should be expected 
to and they do, as a rule, choose the 
cheaper forms of policies; and they 
should and do show a large mortality 
experience in the early policy years. 
The less the insurance interest of the 
beneficiaries in any group, the greater 
we should expect, would be the mortal- 
ity. Therefore, a study of the follow- 
ing tables from the Medico-Actuarial 
Reports should be of interest. As you 
know, in this investigation a study was 
made of a very large group of insured 
female lives, in round numbers 400,000, 
with over 15,000 deaths. The mortality 
results for the whole group are ex- 
pressed as follows: 


Dn  ccentatendeaceseeneves 7 81 

Widows and divorced. .........s.+-. 105 

Married women, beneficiary other 
Se EE dices connusensénenes 114 


Married women, beneficiary husband 126 
The mortality as affected by plan of 
insurance chosen is shown as follows 
Ord. Limited Endow- 
Life Payment ment 

















RRGRGTR. <ocecsce 107 RO 76 
Widows and di- 
a 114 94 99 


Married women, 

beneficiary other 

than husband... 126 111 99 
Married women, 
| beneficiary hus- 

POE. voncadsonen 140 123 114 
Note that the smaller the premium th¢ 
| greater is the mortality experienced. 

The mortality for the first two policy 
years is shown below: 
PD oc¢edeesdeunvenesees$6eees 77 
Widows and divorced........... 106 
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Married, beneficiary other than 
PEE bnkeeracedencuecéwscnenes 134 
Married, husband beneficiary... ... 144% 
Inferences From Table 


In these groups the beneficiary is not 
shown except as regards the married 
and you will note that these 
women, who make husband beneficiary, 
make the worst showing of all. We 
think we are justified in drawing from 


women, 


this showing the following inferences: 


1. That the group taken as a whole 
shows that women manifest a superior 


ability in adverse selection. 


2. That spinsters are less given to 


speculation even than men. 
3. That widows and divorced women 
are about on a par with men. 


Married Women “Sporting Proposition” 


4. That married women as insurance 
risks present us a genuine sporting 
proposition. This is pre-emininently 
true of the married women with hus- 
band beneficiary; and I want to call 
your attention to the fact that these 
tables demonstrate to my mind, with 
almost the nicety of a problem in 
geometry, that the female pelvic organs 
are a minimum factor in producing ex- 
cess mortality and speculation is the 
maximum factor. In passing, it might 
also be well to note another fact that 
is demonstrated by these tables, namely, 
that the experience with any group of 
insured women will be markedly in- 


fluenced by the number of spinsters 
which it contains. 
These tables do not deal with the 


financial status of the applicants nor 
the amounts of insurance applied jor, 
which should be important factors bear- 
ing upon the question of speculation. 


Proper Limit of Insurance 


As to the amount at just what point 
speculation becomes a prime factor, I 
cannot adduce concrete evidence. Some 
fraternals which accept women just as 
freely as men for amounts of $1,000 and 
under have experienced an equal mor- 
tality as regards both sexes. The Pru- 
dential and Metropolitan, after a tabu- 
lation of their $500 policies written in 
the industrial class, found a like condi- 
tion. This is just exactly what we 
ought to expect. The married woman 
in the industrial class is a financial as- 
set, often a wage earner herself, and 
the household suffers a dollar loss in 
excess of the amount of insurance w — 
she sickens and dies. This, after all, i 
the acid test, “What is the value to the 
beneficiary in dollars and cents of the 
life which it is proposed to insure?” 
Our finer sensibilities revolt at this view 
of the question, but it is a view that 
insurance companies have paid for and 
they have a clear title to it. All com- 
panies, I believe, limit rather severely 
the amount they will accept upon a 
female life. This severity undoubtedly 
does an injustice to the spinster, but this 
is commonly disregarded in our desire 
for regulations which shall be compre- 
hensive and homogeneous. 


Limitation as to Form of Policy 


Every company has some restrictions, 
by rule or by practice, referring to the 
kind of policy issued to women. The 
intent in the mind of the applicant or 
beneficiary when an application is made, 








is the prime factor for consideration. 
Those applying for endowment then 
should be and have been the highest 
erade of risks. They have bet they are 
going to live out their endowment pe- 
riod, and, barring accidents, they usually 
do. We, therefore, look with the great- 
est favor upon woémen applying for en- 
dowments. However, what measure of 
rotection against adverse selection do 
we gain by offering an endowment to a 
Yoman who applies for an ordinary 
fe? None whatever. If she declines | 
accept, probably she is a good risk. | 
she accepts, the thought creeps in, | 
that while she may have been reluctant 
to pay the price, she is convinced she has | 
kot a bargain at any price. Limitation | 
is to forms of policy are of salutary | 
effect in keeping out an uncertain pro- | 
portion of speculative risks. It would | 
seem, however, that this can only be so, | 
i 


when an agency department is supplied 
with definite, 
instructions. 

The insurable 


concrete and unalterable 


interest of the bene- 








ficiary in the life 
highest importance in establishing the 
purpose of the application. The ques- 
tion .is: “What financial loss will this 
particular beneficiary sustain upon the 
death of this applicant?” The more eas- 
ily this question is answered in a given 
case, the easier is our problem of solu- 
tion The farther away from a direct 


answer to this question we get the more | 


difficult does our problem become. 

Why should a husband be the bene- 
ficiary of a dependent wife? I find no 
vatisfactory 
the study of the medico-actuarial tables 
But the fact remains that this class far 
outnumbers all the others in the fre- 





FIGURES FRO 














Admitted Capital 
Companies Assets Stock 
Boston Mutual .. $ 4,504,395 $105,000 
Farmers Life, Colo. i 8 100,377 





LIFE ENSURANCE 


proposed is of the 


answer to this question in | 








E ib DITION 


| 

quency with which they apply for in- | 
surance and that in the 

of instances they do so with the purest | or with 

motives and without intent to defraud 

It only remains for us to exercise our 

faculties to the utmost in discriminating | will be 

between the wheat and the tares. female 

A very few conservative companies in- 

|; sure only unmarried women engaged in 
profitable employment and widows like 
wise engaged, who have a dependent tive 
beneficiary However, most of us believe | of the 
that women will be more and more gen- | should 
erally insured as time 


be that 


question 
large majority | sure women at all, should it do so timidly 
the utmost boldness? 
pose upon our 
which are too burdensome, the tendency 


should be 


1] 


If a company proposes to in- 


If we im- 


agencies restrictions 


to have submitted only those 


risks which are the easiest ar- 
rived at. 


The logical assumption would 
the freest possible solicitation 
encouraged, with the most ac- 


ampaign organized for the pursuit 
reluctant 
be 
gxoes on, and as | securing the greatest possible number of 


ones 
intelligently 


This activity 
directed toward 





Surplus 1920 
$113,610 $3 5, 
262,444 : 


Force Ins. in Force Income 
. $30,029 096 $ 2,883,288 $ 1,287,144 
72,980 15,13 1,606,707 474,209 














relatively young companies we can | those who have shown themselves be- 
hardly afford to adopt other than a for- longing to the class of least or lesser 
ward looking policy regarding the whole mortalities—those employed in gainful 
a 
M DECEMBER 31, 1920, STATEMENTS 
Net Business Ins. in Gain in Prem Total Paid Total 


Income Polhdrs Disburs’m't 
$ 1,901,964 $ 477,308 $ 1,453,829 
710,244 129,428 507,966 


























Peoria Life ......:; 200,000 108.478 2 5 9,009, 042 17,699,079 1,873,258 2,350,752 286,266 1,312,151 
Pee, Bae Besessces 10, 005,123 100,000 171,096 41,813,690 1,612,274 1,366,403 1,915,967 1,377,123 1,638,981 
Mor. Plan Soc., N. Y. 249,205 100,000 4,387,750 537,650 123,505 33,017 20,318 104,045 
Nat. Life & Acci 5.835.728 200,000 76,592,695 16,991,286 11,126,571 11,3872.960 4,461,686 10,055,012 
| ‘ 
Insurance Co. 
INDIANAPOLIS, IND. 
Established 1899 
HERBERT M. WOOLLEN 
PRESIDENT 
——E = seme 
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GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 











Insurance in force tien $128 ,000,000 




















occupations with dependent beneficiaries. 
The proportion which this group bears 
to the whole should be indicative from 
time to time of the profitableness of the 
business, 


Results of Questionnaire 


I want to report briefly the results of 
a questionnaire, replies to which were 
received from over 100 companies, includ- 
ing the largest and the smallest, the 
oldest and the youngest: 

Question 1. How do you deal with 
women who are married and have not 
borne children? 


ee rer 50 
Accept standard, endowment only.... 4 
Accept standard, 20 pay or higher.... 1 
Accept standard, 3 months after mar- 
PD  cé.ccedecacessenesneuueseseeee 1 
Accept standard 6 months after mar- 
SERS cccccececesesoecesseeeesceese 1 
Accept standard, 1 year after mar- 
SD. wawnes 04006040 0000065N6 060066 5 
Accept standard, 2 years after mar- 
PD scence esennsee odgnneuseeneace 18 
Accept standard, 3 years after mar- 
Dt) sccacbedrerdgeveeateenbhsamees 1 
Accept standard, 5 years after mar- 
BURGOS cccccccececcecssceescecsesees 5 
Accept standard, 6 years after mar- 
SEND. cc cedeccucagecesscesecvossece 1 
Accept standard, before age 25....... 1 
Accept standard, before age 30....... 4 
Accept standard, before age 40....... 1 
Accept standard, with pregnancy 
SED wascacascesseessnceacbeceese 1 
DD. csntbedereeacesawtesnnseadanns 6 
No married women accepted......... 1 


It is interesting to note that the large 
majority of the oldest and largest com- 
panies having the greatest experience act 
with the majority in accepting these 
cases at time of application without re- 
strictions. 

” . . 

Question 2. Have had one pregnancy 

terminating in abortion. 


i tC etickangbasnkeewaee & 
Accept standard, endowment......... 1 
Accept standard, after periods vary- 
ing 3 months to 5 years............ 21 
Investigation as to cause............ 2 
Ee GERUREE ccsecceencnanccoesves 63 


The two largest companies accept 
standard at time of application, three 
large ones after one year. The balance 
decline. 

> > * 

Question 3. Have had several abor- 
tions followed by birth of child at term. 
Accept standard upon application..... 41 
Accept standard after periods varying 


3 months to 5 years..........-+++++: 
Accept substandard ..........eeee08: 3 
Investigate cause of abortion........ 18 
Negative Wasserman required....... a 
DEED ccuneecteseeesesenaedéeseoeues 31 


The large majority of the offices which 
should represent the most responsible 
opinions accept these cases. One notable 
exception declines to give them serious 


consideration. 
. . . 


Question 4. .Have had 10 or more preg- 


nancies. 

Accept standard upon application.... 67 
Action depending on individual cases. 11 
BOGE cc ccccccccecccccceccesceseces 25 





Report Out Savage’s Fraternal Bill 


The bill in the Iowa legislature spon- 
sored by Commissioner Savage to pro- 
hibit directors of a fraternal insurance 
concern from being delegates to the 
convention has been reported for passage 
by the house insurance committee and 
may be passed before the session ends 
April 8. It is designed to correct such 
conditions as were disclosed by a special 
examination of the Brotherhood of 
American Yeomen of Des Moines, who 
meet in April. 





Mutual Trust Is Member 


Through an error it was reported in 
the last issue of THe NationaL UNDER- 
WRITER that the Mutual Trust Life of 
Chicago had withdrawn from member- 
ship in the medical section of the Ameri- 
can Life Convention. The Mutual 
Trust Life is an active member in good 
standing, but recently withdrew from 
the use of the American Insurance 
Bureau, the inspection bureau owned 
and controlled by the American Life 
Convention. There are several other 
companies which also are members of 
the medical section, but who do not 
subscribe to the bureau. 





Indiana Commissioner Resigns 


Miles Shaffer, insurance commis- 
sioner of Indiana, has resigned, effec- 
tive April 1. 
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NEW YORK 
iL ‘naiais __|} 
Written In Force 
NS cand nee 31,686,551 123,188,996 
Berkshire ........ 3,661,645 20,196,682 
DOMNOTE, BB. sccccccs 2,322,876 9,952,991 
Columbian Natl..... 6,544,044 15,636,118 
EE 103,000 1,067,800 
Fidelity Mut........ 7,931,058 28,753,777 
E wcnce ae aed 8,353,743 30,991,935 
i Déenneuaen 84,948,360 411,502,349 
Maryland Assur..... |469,361 565,861 
SE 21,922,470 100,416,534 
OS Se ee 6,702,456 25,297,976 
tt heaseende 66a 818,025 5,780,559 
Penn Mut...........26,422,688 155,377,212 


Phoenix Mut., Ct.... 8,639,311 41,690,599 
Provident Life & T..13,328.216 60,326,807 


PUUBGOMtIA) 2. ccccccs 92,830,255 443,635,636 
State Mut., Mass....12,859,158 55,662,360 
Pacific Mut. .......- 363,280 3,304,931 
Security Mut....... 1,668,760 12,577,916 
United States ...... 704,533 5,581,800 
Seer atte 676 5,996,370 
Union Central...... 74,328 89,954,229 








} NORTH DAKOTA 
IL 

















Amer. Life, Ia...... 1,261,512 3,705,419 
Amer. Bankers..... 155,600 2,298,587 
Bankers Res....... 1,642,260 3,045,336 
Bankers Life, Ia.... 676,500 3,370,500 
Cent, Life, Ia. ...... 848,706 2,355,781 
Cloverleaf L. & Cas. 136,100 139,400 
Dakota Life........ 908,822 2,120,639 
Equit. Life, N. Y¥ 881,325 4,673,419 
Equit ife, Ia.. 522,425 1,217,59 
Fid. Mut. Life...... 280,097 2,470,370 
lst Natl. Northwest. 1,614,000 4,554,280 
SE ncecceedes 1,954,500 5,717,582 
International ...... 333,997 969,75 
Kansas City Life... 64,000 389,981 
Lincoln Natl........ 6,573,499 28,539,535 
Minnesota peoeewe 1,781,979 6,318,508 
i i Matheees 3,042,308 12,597,549 
Merchants, la Sor 1,210,37 1,599,370 
Missouri State...... 442,843 2,192,164 
cea kane 6g % 1,062,500 3,756,885 
National Life, Vt... 227,050 650,80 
National, Bbc ccecese 397,500 2,690,592 
New York ......... 2,783,687 18,328,954 
North Amer........ 352,000 ,815 
New World .......- 1,294,183 1,335,374 
Northwestern Nat’l.. 6,928,665 20,905,173 
North American.... 1,285,640 4, 790 
Old Line, Nebr...... 330,000 389,000 
Provident, N. D..... 4,887,500 13,582,678 
Pac. Mut. Life...... 1,326,040 4,340,370 
Penn Mut. Life..... 615,000 1,696,360 
DEO scccesecese 576,500 628,886 
Reserve Loan Life.. 51,500 118,190 
Surety Fund ....... 227,000 1,866,543 
Security Mut....... 18,000 56,378 
Sec. Mut. Life...... 324,557 1,799,875 
TORRONE sevcacvces 1,448,608 3,422,286 
Tn Ce sacseuees 412,000 1,016,000 
Union Cent. Life.... 1,758,764 6,857,536 
Union Life & Acc... 255,000 259,826 
Western Union...... 134,500 263,500 
i] 

OHIO 

RR, inidwivnade O 9,154,654 43,202,515 
DE sctecensons G 48,050,647 49,658,545 
Amer. Bankers .... 704,545 849,903 
Amer, Central ..... 1,471,016 3,562,238 
Amer. National, Mo.. 589,885 1,280,385 
Bankers, Neb. ...... 415,671 2,042,575 
Bankers, Ia. .,...... 5,430,668 40,582,109 
PEOUUMEENO cccesecesse 1,642,078 9,693,657 
ER hte aie aie git 5,194,235 21,434,399 
Central Life, Ia..... 875,196 2,107,340 
Dn wa «sano ee 1,697,500 7,953,436 
Conservative ....... 2,478,692 4,617,036 
or 1,062,118 1,145,618 
CUOVOINME 2. ccces O 4,729,998 15,989,612 
COOVGERME «cccccce 5 ‘ceaeuen 27,300 
Clover Leaf ....... 282,824 249,224 
Columbus Mut. . 11,284,509 27,345,337 
ee O 7,162,615 20,712,490 
Se, GM, seccces I 522,820 1,069,330 
nn “s.s wees 6,903,078 31,007,677 
Se, SO, «cere 2,316,318 4,643,241 
Farm. & Taneere. 244,500 307,500 
Equitable, N. 0 19,318,185 90,684,057 
Equitable, N. Se -G 28,179,775 41,517,337 
Equitable, D. C:. ‘0 752,250 1,449,982 
Equitable, D, C....I 1,001,334 2,561,269 
Equitable, Ia....... 8,592,648 37,363,021 
Federal Union..... O 2,778,579 6,198,422 
Federal Union..... I 1,258,340 2,850,145 
Fidelity Mut. ..... 1,704,191 8,835,934 
Federal ..... — 347,776 2,177,164 
Federal ....... sol 100 1,700 
ee Sa saccccees 1,179,254 3,922,631 
Geo. Washington .. 177,268 220,878 
DE tueuedawhee «a 52.480 291,932 
Guardian, N. Y...... 2,018,926 7,075,733 


CM Enescee — @@oee's 


Pk Ms Reecabes 2,138,319 11,934,772 
International ...... 1,118,909 1,423,991 
Inter Southern ..... 115,439 555,149 
John Hancock ..O 13,256,628 71,067,647 
John Hancock ....I 4,201,702 14,164,838 
Kentucky Central..I 3,631,413 2,839,454 
Lincoln Natl. ...... 5,974,817 16,217,679 
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Written In Force 
Manufacturers ..... 352,375 1,262,495 
Maryland Assur .... 187,500 370,500 
Merchants ....cece. 632,000 1,380,984 
Manhattan ........ 145,046 2,391,319 
ik Cn sseedtes 15,897,008 53,545,110 
Metropolitan ....Q 47,020,069 188,957,689 
Metropolitan ....G 3,444,550 5,621,750 
Metropolitan .....I 30,314,880 162,308,135 
Mut. Benefit ...... 14,337,321 87,773,359 
Michigan Mut. ..... 1,566,730 11,634,246 
Midland Mut........ 9,869,318 40,455,616 
Missouri State ....O 3,046,080 8,351,701 
Missouri State ....G 57,000 57,000 
Morris Plan ........ 194,425 194,225 
Mutual Life, Ind.... 3,783,070 2,594,068 
Mutual Life, N. Y....20,275,831 107,785,047 
National L & A....O 211,000 198,000 
National L. & A.....I 3,005,157 5,387,018 
National U. S. A..... 202,114 661,675 
National, Vt. ...... 6,088,214 36,953,100 
New England 6,170,524 31,298,610 
OW TERE coccccce 31,414,601 14,059,905 
Northwest. Mut. 24,545,142 140,369,043 
North American, Tl. 2,472,062 7,200,116 
Northern Assur, .... 777,774 1,418,599 
.  » ape O 5,022,376 20,586,639 
See a. stcascae I 540 135,670 
=e 6,476,169 22,639,773 
Tt aceasascaeae 229,250 229,250 
Provident L. & T... 8,988,027 35,400,334 
Pacific Mut. ...... 4,433,617 13,432,814 
|’ le 10,216,205 50,122,854 
Philadelphia ...... 409,968 1,138,610 
Prudential ...... O 33,815,906 148,536,983 
Prudential ...... G_ 2,018,900 4,123,782 
PEUGOREERE ccccccs I 35.994.260 201,446,753 
Royal Union ...... 1,911,224 12,519,522 
Reinsurance Life ... 848,500 722,433 
DE ccnnseee 60s 2,171,457 8,915,180 
Reserve Loan ..... 246,544 1,407,070 
Security, Va......... 911,191 2,763,145 
Security Mut. ...... 608,773 3,987,331 
Seem, BG sacacecee 3,245,282 11,312,954 
Toledo Travelers ... 177,475 1,577,949 
THIAVOROTS ccccccs O 20,657,986 70,588,233 
TVAVOIOTS ccccccs G 17,720,680 27,652,138 
United States ...... 495,910 2,235,510 
Union Cont. .....- 17,481,813 85,109,572 
Cas EU. sccoces 266,507 1,751,204 
Unit. L. & Acc.... 437,500 463,892 
West. & South. a: 9,721,430 30,279,534 
West & South. 51,707,196 117,327,039 
j | 
j OKLAHOMA 
a ——— — 
Amer. Central ..... 328,868 1,498,180 
Amer. Old Line.:... 341,000 341,000 
REGRR cvscaceseess O 4,655,179 10,027,648 
American Natl.....O 1,768,373 3,858,771 
Bankers Reserve ... 1,074,762 2,168,122 
Bankers, Iowa...... 1,376,597 4,796,439 
Business Men's As.. 504,000 504,000 
Cent. States ........ 7,444,653 10,476,406 
Clover Leaf L. & C.. 148,137 146,137 
California State .... 1,280,879 2,027,015 
| eee 707,880 2,469,22 
Columbian Nat. .... 1,912,873 4,583,821 
Commonwealth .... 43,000 120,760 
CREE ceccoseccsass 3, 319, 000 5,824,101 
en screed 04 745,820 2,777,593 
eee 1,580'588 3,710,676 
Equitable, N. Y..... 8,420,940 21,165,574 
Equitable, Iowa .... 628,607 2,095,645 
Fidelity Mut. ...... 944,333 3,068,318 
>= reese 1,122,920 3,863,237 
Great Southern .... 4,468,321 17,547,468 
i Mb Meectese<e 397,858 979,794 
Inter-Southern ..... 159,000 294,437 
DD  wentecseenes 2,760,922 6,559,353 
meee SI ccceses 3,988,516 28,106,263 
PD: gested oes 859,500 1,057,600 
Lincoln Ac. & L..... a --.. weaker 
Mid-Continent ...... 12,512,674 17,820,521 
Maryland Assur..... 2,500 2,500 
Missouri State ..... 7,745,615 18,072,205 
I odie hs el sid sh te Shots as 1,330,000 2,963,112 
Merchants .......0. 7,882,717 11,799,340 
Ph 2 Me wasees 8.418.439 30,888,189 
on, Or ae Oh Mieoses 1,032,908 3,814,473 
Nat. WeOOeey cvccens 1,300,207 1,456,537 
ae, Bee Oe Becevces 82,500 76,500 
= eae 13,354,324 53,856,239 
Northwest. Mut. ... 6,290.160 28,166,198 
Old Colony ....... 1,,073,37 1,590,706 
Prudential ........ O 3,493,029 11,715,087 
Pacific Mut. ....... 3,668,418 9,736,899 
=e 2,724,714 5,793,102 
Standard, Ill. ...... 3,320,000 5,250,396 
el ee 7.192.043 15,879,641 
TOE Sc nken Gun 1,986,599 3,962,208 
United Life & Aco... 378,220 369,220 
Union Central...... 1,570,418 6,606,017 
I 
PENNSYLVANIA 
Amer. Bankers ...O0 338,609 733,888 
\mer. Bankers....G 98,500 83,250 
Amer. Central ...... 199,868 1,513,204 
Amer. ERS. 93,000 548.439 
Bankers, Iowa...... 4,679,526 22,085.423 
Bankers, Nebr. .... 507,435 2,455,405 
Bankers Res. ...... 20,480 179,164 
IE Soca ti 6 die wie 3,722,941 25,508 086 
Cleveland anewbenees 224,500 206,500 
Colum, Natl........ O 2,540,366 7,635,433 
Colum. Natil........ S «penne 15,829 
‘“onnecticut Mut.... 9,016,013 33,379,659 
“onservative ...... 353,000 952,650 
‘ontinental Assur... 377,300 568,795 
LE. 65s ccencecee 3,666,905 8,572,338 
Conn. Genl. ...... O 8,188,971 27,188,395 
“onn. Genl. ...... G22,650,206 29,188,725 
eee O 62,000 758,000 
OUOMERE 2 nc cccceee I 5,038,747 15,108,453 
Equitable, Iowa.... 7,850,986 29,101,383 
SR wide tate cuca O 707,000 787,162 
Eureka .......... G 66,250 63,750 
Equitable, N. Y¥...O 44,137,722 243,206.600 
Equitable, N. Y...G 24,080,284 40,709.297 
_ | Ee I 1,407,761 4,737,146 


(CONTINUED ON PAGE 











Assets, $4,135,569.33 


continuous-Participating. 


JOHN W. COOPER, President 


CONTINENTAL LIFE INSURANCE COMPANY 


Insurance in Force, $36,000,000.00 


Our Policy Forms Contain the Followiag Provisions: Double Indemnity fer ees 
dental death, Total and permanent disability benefits, Partial disability benatte 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
Insurance to cover policy loans, Installments certain-Participating, Inetallaente 


Very Attractive Agency Contracts te Reliable Men 


Kansas City, Missouri 








WANTED 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 


Guaranteed Low Cost Policies. 
Any one of the above is an absolutely first class opportunity. 


As Good as We Can Make Them. 
If your record is cleanend you cas 


furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 


O. W. JOHNSON, President 


S. W. GOSS, Vice-Pres. and Agensy Mg 








M.E,. O'BRIEN, Pres. 


**THE COMPANY OF SERVICE"’ 


JAMES D. BATY, Sec. & Treas. 


The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF SUCCESS: Insurance in Force 
December 31, 1911 ° . ° $1,729,970.00 
December 31, 1913 . ° $4,051,150.00 
December 31,1915 . $7,199,500.00 


December 31, 1917 . $11,750,811.00 
Dec. 31, 1920 . $22,034,966.00 


A fine opportunity forlive agents 
to associate with a rapidly pro- 
gressing company. 











George Washington Life Insurance Company 





Income Coupon Bond Policies are 


particulars a 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 


in popularity. We are 


also writing all standard forms at low premium rates. A attract- 
ive Agency a are now available in the state of Ohio. For 


C. B. BEAUMONT, State Manager, 2205 E. S3rd St., Cleveland, Obie 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 


agent can think favorably of that institution. 
tained through a permanent connection. 


panies that pay the representative in the long run. 


WESTERN RESERVE LIF E INSURANCE CoO. 


J. H. Leffler, Acting President 


MUNCIE,” "INDIANA 


Permanent success can only be at- 
The companies that stay are the com- 


Harry H. Orr, General Counsel 
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WE ARE LOOKING FOR MEN 





WHO WISH TO BETTER THEIR POSITIONS 





District Manager for a few choice districts wanted by a well-known and 
financially sound Illinois Life Association. 

Issues Standard policies. 

Life Insurance experience not necessary but must be salesman. 

Instructions in plans, methods and salesmanship given by expert. 

Attractive and Remunerative contracts. 

Address at once Lock Box 159, Springfield, Illinois, giving qualifications and 


present employment. 


Wanted, Assistant Secretary 


One of the largest companies in the 
central west desires an assistant sec- 
retary who is familiar with home 
office practice and correspondence. 
One who has had an all-round exper- 
ience with one of the younger com- 
panies and who is a good correspon- 
dent preferred. Address 

27-T, Care The National Underwriter 
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~~) Fire, Casualty, 
~ Automobile 


Insurance Companies, etc., will 
| find superior office space in 
our new fifteen-story 


1 OCL 
| Building 


166 West Jackson Boulevard 
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NEWS ABOUT LIFE POLICIES 





Policy Literature, Rate Books, etc. Su 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
and “Little Gem,” Published Annually in 


ting the “Unique Manual-Digest™ 
ay. PRICE, $3.00 and $1.50 respectively. 















Equitable of Iowa 


The Equitable Life has put into effect 
new policy forms which provide for the 
immediate payment of the disability in- 
come on receipt of due proof of disability. 
The forms, formerly in use by the com- 
pany, provided for payment of the dis- 
ability income six months after proofs 
had been received and approved. 

In the new policy forms the install- 
ment options of settlement are based on 
3% percent instead of 3 percent as here- 
tofore. 

Following the of the 


usual custom 


company, in placing all policyholders on 


the same basis, by resolution of the ex- 
ecutive committee, the company made 
retroactive to apply to all policies now 
in force, which contain provisions for 





be increased but not to exceed such 
amount as’ will provide a maximum dis- 
ability income of $200 per month, 

The limit on maturity ages 70 and 75 
is $25,000 as heretofore. The new limits 
at the other maturity ages are as fol- 


lows: 

ee Me Bis cceseccccvevess $40,000 
Maturing ame 86... ccccccccccsces 36,000 
Maturing age 60........ccceseeee 32,000 
Maturing ae. 65......ccccccccces 28,000 


There is no change in the limit of in- 
surance with double benefits. This re- 
mains at $12,500, providing a double 
benefit of $25,000. 


Home Life of New York 


The Home Life of New York has in- 








||; Opposite Insurance Exc 


hange 


total and permanent disability benefits, 
the new provisions as described herein. 


Fidelity Mutual 


creased 
term policies, 
forms it writes, from $5,000 to $20,000 


its 





The limit of insurance in the Fidelity 


limits on five and ten-year 


which are the only term 


Aetna Life 
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For particulars apply Room 
1106, 181 West Quincy St., 
| or phone Harrison 1055. 


Old Colony Life 


Mutual with disability benefits has been 
fixed in accordance with the following: 
For life and regular endowment plans 
the limit of insurance with disability 
benefits remains at $25,000 on any indi- 
vidual risk, said limit providing a dis- 
ability income of $250 per month. 

Under “income for life” plans where 
the maximum disability income provided 
by $25,000 insurance is iess than $200 
per month, then the limit of insurance 





The Aetna Life has issued a new total 
and permanent disability clause provid- 
ing for a waiver of premiums and pay- 
ment of income immediately upon proofs 
of disability being furnished. The Aetna 
has gradually liberalized its disability 
clause. At first it issued a clause pro- 
viding for a 12-month waiting period 
Some time ago this was reduced to six 
months, and the new clause now elim- 
inates the waiting period entirely. 


Insurance Co. 


























Gary, Indiana 
WILBUR WYNANT, President 

















Chicago National Life Insurance Company |): 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 28 


First 10,000 shares sold, over $100,000 deposited HH 


with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 











10 15 20 25 
oP sttcecex 102.89 67.34 49.96 39. 
a Sceueaat 103.11 67.52 50.13 40. 
en easees 103.33 67.72 50.30 40. 
103.57 67.92 50.49 40. 
pig ease 4 at 103.81 68.12 50.69 40.5 
ae 104.07 68.34 50.90 40.3 
ae pawns 104.3 68.57 51.12 41.03 
a. ¢usdeuad 104.62 68.80 51.35 41.2 
a weeeur 104.91 69.05 51.59 41. 
Terres 105.21 69.31 51.85 41. 
a? osbeeces 105.52 69.59 52.12 42. 
Be Pa 105.86 69.87 52.41 42 
ceseseee 106.20 70.17 52.71 42. 
a eastaxsn 106.57 70.49 53.03 43. 
. Ferre 106.94 70.84 53.39 43.5 
eee 107.33 71.20 53.77 43. 
RP Sierw ea aiies 107.75 71.59 54.19 44. 
C—O 108.20 72.01 54.65 44 
oe 6s460eee 108.67 72.45 655.14 45 
a? oeee @iad 7 72.93 7 
73.45 


New York Life’s New Disability Rates 


PARTICIPATING RATES WITH DISABILITY AND DOUBLE INDEMNITY 











Endowments 


© be 00 3 to om 00; 
+ UMwewIR8cwN 


Bot 7 





20-Payment 
CHICAGO Endowments —— 
Ha Life Policies. ——M————_—_ 
0 15 20 25 30 Prem. Prem. Age Age Age Age 
Age Ord. Pay Pay Pay Pay. Pay to60 to 65 70 75 80 85 
15.. $19.48.$49.94 $36.91 $30.52 $26.80 $24. $20.50 $33.08 $32.46 $32.13 $31.98 
16.. 19.84 50.57 37.39 30.92 27.16 24. 20.93 33.53 32.89 32.55 32.39 
17.. 20.21 51.23 37.88 31.35 27.53 25. 21.36 34.00 33.34 32.98 32.82 
18.. 20.62 51.90 38.39 31.78 27.91 21.84 34.49 33.80 33.43 33.25 
19.. 21.02 52.60 38.91 32.22 28.30 25. 22. 22.33 34.99 34.27 33.89 33.71 
20.. 21.46 53.30 39.45 32.68 28.72 i 23. 22.84 35.50 34.76 34.36 34.17 
21.. 21.90 54.04 40.01 33.15 29.15 26.58 23.90 23.37 36.03 35.27 34.85 34.67 
22.. 22.38 54.81 40.58 33.63 29.59 27.01 24.51 23.95 36.58 35.79 35.35 35.16 
23.. 22.87 55.59 41.19 34.14 30.05 27.44 25.16 24.54 37.16 36.33 35.87 35.68 
24.. 23.40 56.42 41.81 34.67 30.52 27.88 25.87 25.17 37.74 36.88 36.41 36.20 
25.. 23.94 57.26 42.45 35.21 31.01 28.35 26.60 25.85 38.35 37.46 36.97 36.75 
26.. 24.51 58.11 43.09 35.77 31.52 28.84 27.37 26.53 38.97 38.05 37.54 37.32 
27.. 25.11 59.00 43.79 36.37 32.06 29.35 28.20 27.29 39.64 38.68 38.14 37.91 
WE WANT A MANA( .ER 28.. 25.74 59.92 44.49 36.96 32.61 29.89 29.08 28.07 40.31 39:31 38.75 38.52 
29.. 26.40 60.88 45.22 37.59 33.19 30.44 30.03 28.90 41.02 39.98 39.40 39.15 
30.. 27.09 61.86 45.97 38.24 33.79 31.03 31.03 29.78 41.74 40.66 40.05 39.79 
repens a comeves 31.. 27.81 62.87 46.75 38.91 34.41 31.66 32.09 30.71 42.51 41.37 40.74 40.47 
32.. 28.58 63.91 47.55 39.62 35.08 32.33 33.24 31.71 43.29 42.11 41.46 41.18 
33.. 29.39 64.99 48.39 40.35 35.76 33.03 34.48 32.77 44.10 42.88 42.20 41.91 
34.. 30.24 66.10 49.27 41.11 36.48 33.77 35.81 33.90 44.95 43.68 42.98 42.67 
. . : . 35.. 31.14 67.26 50.17 41.91 37.22 34.56 37.22 35.11 45.83 44.51 43.78 43.46 
in every important center in Indiana where we 36.. 32.10 68.46 51.11 42.74 38.09 35.39 38.80 36.41 46.78 45.39 44.63 44.30 
Onl £ abili d $7.. 62.10 43.63 38.97 36.27 40.48 37.80 47.76 46.31 45.52 45.17 
38... 53.12 44.54 39.91 37.19 42.31 39.30 48.78 47.27 46.43 46.08 
are not represented. nly men oF a ty an he] 39... 54.17 45.49 40.89 38.17 44.33 40.91 49.85 48.28 47.41 47.03 
e rs ‘ . 40.. 55.27 46.50 41.92 39.21 46.50 42.63 50.97 49.32 48.41 48.03 
probity will be considered. We offer liberal com- 41.. 56.42 47.63 43.02 ... 48.92 44.51 52.23 50.50 49.54 49.14 
42. 57.62 48.84 44.18 51.58 46.52 53.54 51.75 50.76 50.33 
—_— - 3. 58.88 50.09 45. 54.55 48.72 54.92 53.05 52. 51.5 
mission contracts to agents and salable policies i: $0.20 S144 46:74 S786 S113 6641 Sita S835 eee 
th bli Th sti Shar: 45. 61.58 52.84 48.14 61.58 3.74 57.96 55.89 4 77 54.27 
= 6. 3.19 54.3 9.6 65.82 56.6: 57.47 56.27 55.76 
to © pubic. © proposition we olter Is un 47. 64.86 55.94 51.23 70.64 59.82 59.11 57.85 57.31 
: . 48 66.65 57.63 52.96 76.24 63.35 60.87 59.56 58.9% 
usual. Correspondence confidential. 49. 68.53 59.43 54.81 82.77 67.28 62.74 61.36 60.76 
50... 70.51 61.36 56.78 90.53 71.69 64.75 63.28 62.65 
51.. 72.62 63.43 ..... we apie 
52.. 74.87 65.63 66.86 
53.. 2 77.25 68.01 69.19 
GARY NATIONAL LIFE INSURANCE COMPANY || 3:: fi see) i072 fous ae 
55.. 67.17 103.84 82.47 73.29 74.41 
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10 Age 
Age Year 85 
oe tecsecae 110.25 36.68 
Ce sanseswe 110.84 37.96 
oT esvesaes 111.47 39.31 
ED cesncess 112.14 40.75 
OF aveeecen 112.87 42.29 
GD coscense 113.66 43.93 
BB cccasces 114.51 45.67 
OF insetace 115.45 47.52 
OD cncnvese 116.46 49.51 
OP ssevesas 117.56 3. ‘ 51.63 
DP a«coceeue 118.76 83.51 67.38 59.30 53.90 
7 sceeusee 120.14 85.02 69.00. ..... 56.33 
De conceson 121.68 86.64 70.78 58.92 
Oe cccccece 123.38 88.38 72.73 61.70 
DP ceeceses 125.25 90.26 74.86 64.68 
De cavvsces 127.31 92.27 77.21 67.89 


PROVIDING WAIVER OF PREMIUMS AND MONTHLY INCOME OF 1% OF FACE 
OF POLICY 
20-Payment 
—— Endowments ——— 








30 Prem. Prem. 
to60 to 65 





Life Policies 
15 20 25 





































10 
Age Ord Pay Pay Pay. 
15 $18.48 $47.15 $34.88 $28.87 $23.10 $19.72 $19.45 7 
16 18.8 47.80 35.37 29.28 20.17 9.88 93 
17 19.21 48.47 35.88 29.71 23.79 20.64 20.31 1 
18 19.62 49.16 36.40 30.15 24.16 21.14 20.78 91 
19 20.02 49.88 36.93 30.60 3 21.66 21.27 2 
20 20.46 50.60 37.48 31.07 5 22.20 21.78 95 
21 20.90 51.35 38.06 31.55 5.33 22.79 22.31 9 
32 21.38 52.14 38.64 . 32.05 5.77 23.39 22.88 5 3: 33 
23 21.87 52.94 39.26 32.57 20 24.04 23.47 34.3 34. 
24 22.40 53.79 39.90 33.11 .65 24.74 24.10 d : : 
25 22.94 64.65 40.55 33.66 13 25.46 24.77 35. 35 
26 23.61 55.53 41.21 34.23 63 26.23 25.45 37.5 36 3 
, 24.11 56.44 41.92 34.84 8.15 27.05 26.20 38. 36.62 36.35 
24.74 57.38 42.64 35.45 8.69 27.92 26.98 38. 37.25 37.01 
25.40 58.36 43.39 36.09 9.25 28.86 27.80 9. 37.91 37.65 
26.09 59.37 44.15 36.75 9.85 29.85 28.68 od 38.58 38.31 
26.81 60.40 44.95 37.44 .49 30.90 29.60 ° 39.28 39. 
27.58 61.47 45.77 38.16 17 32.04 30.60 41.91 40.01 39. 
28.39 62.58 46.63 38.90 88 33.27 31.65 42.74 40.77 40. 
29.24 63.71 47.53 39.68 2.63 34.58 32.77 43.61 41.56 41.: 
30.14 64.90 48.45 40.49 43 35.98 33.98 44.51 . 42.38 42. 
31.10 66.13 49.41 41.3 27 37.54 35.27 45.47 Y 43.24 42.8 
32.11 67.41 50.42 42.24 16 39.21 36.65 46.47 a 44.15 43. 
33.17 68.71 51.46 43.17 09 41.02 38.14 47.51 t 45.08 44. 
34.30 70.06 52.53 44.14 .0O8 3. 39.74 48.60 .§ 46.07 45.6 
35.50 71.46 53.65 45.16 13 41.45 49.74 . 47.09 46. 
36.75 72.90 54.82 46.3 - 43.31 651.02 49.2: 48.24 47 
38.10 74.40 56.04 47.53 45.31 52.36 50.50 49.47 49. 
39.52 75.95 57.33 48.80 47.50 53.76 51.82 50.74 50. 
41.04 77.56 58.67 50.16 49.8 65.27 53.23 562.1 51. 
2.64 9.23 51.58 52.4 56.84 54.70 5 53. 
7 97 53.10 3 c—se Ge 
19 .78 54.71 5 57.95 
5 .66 56.42 59.73 
23 .63 §8.23 61.62 
47 .67 60.18 63.65 
Bi! 62.26 ew 
.67 64.48 
.36 66.87 
9.18 69.42 
.16 72.18 
Endowments 
f 35 40 Age Age 
, fear Year 70 75 f 
65. : 7.37 $24.30 $19.66 $19.01 f 
5.8 2 7.52 24.4 20.08 19.40 . 
b5.§ 3! 7.69 y 20.53 19.81 9.26 
; 3% 7.87 . 20.99 20.23 .66 
‘ b6.: 3! 8.06 5.05 20.69 y 
: by 56.52 q 8.26 25.33 2 21.15 f 
7 pAeeeunde 2.33 56.72 3 8.48 6 2 21.64 of 
Se ssacehas 102.57 66.92 49.49 39.39 ‘ 28.72 25. 23. 22.16 7 
ae execeeus 102.81 67.12 49.69 39.59 33.2 28.97 26. 23.68 69 93 
Be cecosewe 103.07 67.34 39.80 § 29.24 26.47 24.3: 23.26 : 2. 
SD eevccses 103.34 67.57 2 40.03 29.53 26.80 24.97 23.85 23. 3. 
Be aevecoes 103.62 67.80 F $0.27 29.85 27.15 25.67 24.48 23. 3. 
TE ssccusee 103.91 68.05 5S 40.52 . 30.19 2 3 26.41 25.14 . Af 
aD eésee6se 104.21 68.3 50.85 40.80 34.56 30.56 27.93 27.17 25.83 ‘ 4 
BP cvcueces 104.52 68.59 51.12 41.09 34.89 30.95 8 28.00 26.56 5. 5. 
. 8 41 41.41 35.26 31.37 86 28.86 27.32 26.5 }. 
‘ 9.1 71 41.75 35.67 31.82 387 29.76 28.13 27.2 c 
5. 9.4! 3 42.12 36.11 32.31 .92 30.73 28.99 . -6% 
‘ 59.8 9 42.53 36.58 32.83 2 31.75 29.89 28. . 
. 70.2 42.96 37.09 33.39 6 32.84 30.84 29. 4 
5.7 70.5 43.43 37.63 34.01 5 34.01 31.85 30. ‘ 
. 71. 43.96 38.21 34.67 - 35.25 32.94 31. of 
- 71. : 44.54 38.85 35.40 36.57 34.08 32. 2 
s 71. . 45.16 39.53 36.18 37.97 35.29 33.9 a 
. 73. 5. 45.84 40.28 37.03 39.48 36.59 35. . 
2 73. 55. 46.57 41.09 37.95 41.09 37.95 36.3 5.6 
% 73. . 47.36 41.96 .... 42.81 39.40 37.6 .96 
Y 74.2 57. 48.2 42.92 44.68 40.97 39.08 38.31 
. 7 . 49. 43.96 46.67 42.63 40.59 39.75 
¥ 75. 59. 50. 45.10 48.84 44.41 42.20 41.29 
. 76. 50. 51. 46.33 51.18 46.33 43.91 42.93 
. 77. b 1. 5 9 en .-» 48.38 45.74 44.67 
° 78. 2.3 5 50.58 47.70 46.52 
. 79. 53.5 5 52.96 49.80 48.51 
sondeees 116.56 81.19 64.90 56.60 55.53 52.04 50.63 
a earacais 117.76 82.51 66.38 58.30 58.30 54.44 52.90 
TA Oe 119.14 84.02 68.00 e see8 cs. 3 
aweeuwed 120.68 85.64 69.78 57.92 
sounneee 122.38 87.38 71.73 60.70 
cecnecee 124.25 89.26 73.86 63.68 
D tecnesen 126.31 91.27 76.21 66.89 


New York Life Men at Louisville 
The annual gathering of the New 

York Life’s Kentucky agency force was 

held in Louisville last week, with 40 


ance companies of various kinds will | agents in attendance. E. F. Young, 
agency director at Louisville, presided 


be held in New York, April 6. It is ‘ 
probable that the question of formally and addresses were made by W. O. 
organizing will be taken up and it is Baldwin of Detroit and T. L. Langmuir 
possible that permanent officers will be from the home office. 

chosen. At the coming meeting the 





Meeting of Publicity Men 
NEW YORK, March 30.—The next 


informal conference of advertising, 
publicity and promotion men of insur- 








Egbert W. Bowe, who has been man- 





advertising value of art novelties sou- 
venirs will be discussed and other pro- 
posed topics are “What Forms of Ad- 
vertising Pay Best?”; Can a Consumer 
Demand Be Created?”’; “How Can 
Publicity Departments Be Best De- 
veloped ?”, 











ager of the life insurance department 
of the Chicago local agency of Moore, 
Case, Lyman & Hubbard, has resigned 
to become a broker for the firm. He 
has been manager of the life depart- 
ment for the last year and a half. For 
many years he was an agent of the 
Equitable Life of New York in Mil- 
waukee. 
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STRENGTH OF /' 
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The Prudential Insurance Company of America 
| Forrest F. Dryden, President 
| 


Incorporated under the Laws of the State of New Jersey 





a 








Home Office, Newark, N. J. 


a 























For information address: 


1867 


THE 


OF IOWA 


RESULTS OF 1920 
$254,538,407.00 of Insurance in Force. 


1921 


EQUITABLE LIFE INSURANCE COMPANY 


62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 


since organization still in force. 


-Home Office, Des Moines 








An Exclusive Life Reinsurance Company 





H. B. HAWLEY, President 


OF AM ERIC, 


DES MOINES, Iowa. 


Prompt Service 
Attractive Contracts 


THE REINSURANCE LIFE GOMPANY 


Full Coverage 


F. D. Harsh, Secretary 














FRANK P. MANLY, President 


Indianapolis Life Insurance Company 
Insurance in Force $27,006,000.00 
OPERATES IN INDIANA, ILLINOIS, TEXAS AND MICHIGAN 











16 


THE 


NATIONAL UNDERWRITER 





March 31, 1921 














Onto National Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky. 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 
President Secretary and Agency Manager 








Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 











The Farmers & Bankers Life 
Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


‘8 KASSAS 
Wichita, Kansas 


LEADS THEM ALL 
Home Offices 





LIFE INSURANCE FIGURES BY STATES 


(CONTINUED FROM PAGE 13) 


PENNSYLVANIA 
Written 
Fidelity Mut........ 7,372,604 
WEEE sccccesese QO 304,266 
eee errr. I 3,400 
Guardian ........ O 1,864,268 
eee } 46,812 
Guardian ......... c . usesess 
ee 2,480,435 
RM os éawes O 6,894,759 
BOONES, BEG.-ccccvecss G 5,2 
BUONO, TEE. o ccccces I 4,326,527 
International ...... 934,463 
Inter-Southern ..... 219,193 


John Hancock Mut.O015,625,258 
John Hancock Mut..112,911,305 






In Force 
34,807,826 
842,254 


20,148,728 
113,525 
13,939,445 
1,269,729 
244,331 
66,815,121 
65,044,226 


Riek. FONG. 2 cccecas 493,980 1,081,980 
Missouri State....O 1,961,342 4,937,713 
Missouri State....G 1,267,000 1,267,000 
Maryland Assur..... 153,000 273,500 
i Bs swcsesees 7,564,484 35,908,884 
Manufacturers ..... 25,000 474,890 
Merchants ......... 963,870 1,855,470 
Metropolitan ....O 79,086,622 343,413,018 
Metropolitan ....G 25,405,210 29,537,988 
Metropolitan ..... I 51,426,291 292,809,645 
Michigan Mut....... 771,003 3,913,516 
BE, Be Bevcccees 32,197,670 167,458,782 
Natl. Life & Acc...O 4,000 4,000 
Natl. Life & Acc....I 412,068 335,134 
WE seeecnces 35,776,001 200,108,957 
National, Ill. ...... 1,214,231 4,475,405 
National, Vt. . 1,925,965 18,536,827 
No. American ...... cceose-s 13,50 
No. American ...... 5,000 965,401 
Northwestern Mut. .20,444,432 134,060,699 
Northwestern Natl.. 357,824 413,132 
Natl. Benefit ..... O 154,500 161,250 
Natl. Benefit ..... I 878,548 1,889,135 
Presb. Min, Fund... 469,000 4,813,759 
Prudential ...... O 78,769,546 343,233,373 
Prudential ...... G 3,697,988 5,087,838 
Prudential ....... I 79,639,251 488,290,794 
Pan American...... 1,657,000 6,470,721 
Phoenix Mut. ...... 3,641,498 18,580,730 
ih 2, ‘srecnanes 22,260,151 154,030,734 


Provident Life & T. .22,234,596 


Philadelphia ..... O 4,219,602 
Philadelphia ...... G 18,100 
Reserve Loan ...... 514,373 
ON Pratt 8,707,964 
Sun, Canada ....... 598,845 
Security Mut. ...... 471,859 
MOGUTEET, TErecccces 787,844 
POOR. ccavcecese 7,012,468 
Standard, Pa....... 1,499,821 
PVAVGIOTD ccccsas O 20,259,279 
ZUGVORTS 3 ccccccs G 63,277,102 
Union Central...... 7,130,219 
CP BE, scoseces 597,028 
United States ...... 634,899 
Sees Ge. @ Boo ccces 934,180 


West. & South. 
West. & South. 


.--O 1,575,400 
.--I 6,921,956 


ms 
a 
) 
wt 


2,837,325 
22,048,988 
13,347,761 
81,643,504 


72,377,921 


1,613,550 
3,602,871 
11,378,790 





| SOUTH CAROLINA | 














CED cv ccceccesve 
Carolina 
Commonwealth .... 738,846 
Geo. Washington ... 448,412 
yuardian, N. Y...... 1,177,000 
Indus. L. & Health.. 692,958 
Jefferson Standard... 7,086,650 
Life Ins. Co. of Va.. .11,958,004 
Maryland 
Merchants, Ia....... 7,000 
Metropolitan ....... 11,623,476 
Missouri State 
ee ee ee eee 
Natl. Life U, S. A.... 415,085 
North Carolina Mut. 3,084,935 


PruGemtial .cccccce:s 2,768,838 
Reserve Loan....... 416,000 
Si 2p 174,566 
Southeastern ....... 4,543,826 
Southern Life & Tr. 5,880,882 
State Mut. Life..... 744,926 
Volunteer State .... 624,617 


552,516 
24,890,785 
44,073,501 

1,073,696 


17,317,184 
20,365,693 
419,085 
8,007,219 
15,003,066 
619,000 


14,170,403 
3,540,934 


2,516,003 






































— 7 
SOUTH DAKOTA 
{ —— —_——<—————_—— 4 

Written In Force 
SD: “acne sane cuban 616,083 3,626,653 
Bankers, Iowa...... 2,249,420 8,023,853 
Equitable, N. Y..... 5,885,403 14,704,891 
Fidelity Mutual..... 307 883,242 
i 39,000 238,232 
We wineneked 684,182 4,066,167 
Mutual Ben. ....... 1,844,985 10,442,958 
New England Mut.. 181,152 451,237 
Northwestern Mut.. 3,891,326 26,056,126 
Pacific Mut. ..... 1,047,250 ,360,027 
WUOMEEEE ccccccces 197,718 2,050,358 
Security Mut. ...... 32,017 126,297 
Sn. st-enene+ 682,500 2,864,819 

TEXAS 
0 ae 2,512,350 3,515,750 
Bankers, Ia. ....... 8,062,153 32,253,549 
Continental Assur... 322,5 548,000 
First Tex, Pruden.. 3,887,987 8,024,188 
ee 9,484,475 21,649,942 
Indianapolis ....... 1,766,450 1,719,420 
Morrie Pian ....... 45,700 46,736 
Nat. Life, U. S. A.. 2,096,715 7,830,672 
Natl. Life & Acc.... 5,591,437 8,373,985 
Prov. Life & Acci... 930,000 1,295,250 
ea, eee 3,331,279 7,880,311 
PRCIES Mat... .ccsec 10,233,918 28,447,418 
San Jacinto ....... 3,833,847 8,890,570 
Union Central - 13,814,653 47,562,398 
West Coast 1,087,350 2,438,672 
f 
ARKANSAS 

American Nat’l...... 35,500 188,000 
ae 238,000 269,000 
Business Men's, Mo.. 14,500 14,500 
Bankers Reserve.... 2,971,062 4,422,119 
Conservative ....... 972,000 1,443,500 
Central States....... 433,000 410,500 
Clover Leaf L. & Cas. 23,996 23,996 
Continental, Mo..... 391,500 681,250 
Equitable, N, Y....O. 2,154,466 15,255,181 
Equitable, N. Y....G. 260,439 324,209 
Fidelity Mut........ 321,273 3,702,787 
Farmers & Bankers. 521,064 720,704 
Great Republic...... 500,196 951,071 
Great Southern..... 121,000 409,975 
ge 39,500 39,500 
ED ones wanee 2,035,672 5,642,497 
Home Life & Acci... 4,636,000 11,827,580 
International, Mo... 1,075,706 2,568,584 
Indiana National 685,500 1,122,500 
Inter-Southern ..... 3,351,000 7,010,260 
Jefferson Standard.. 3,289,650 7,386,453 
Lincoln Reserve..... 733,536 2,591,921 
Manhattan ......... 789,190 1,503,261 
Merchants, Ia....... 1,331,356 2,719,004 
Missouri State...... 6,000,765 16,160,984 
Mississippi ......... 1,218,250 1,344,200 
PE, Ds Biecceces 5,158,557 26,141,789 
Mid-Continent ...... 664,100 809,511 
Nat'l L. & Acci....O. 105,000 9,400 
Nat'l L. & Acci....I. 1,206,189 3,223,826 
2. eee 8,763,679 40,938,839 
No. Carolina Mut..O. 1,511,500 1,140,500 
No. Carolina Mut...I. 301,162 211,666 
Northwestern Nat’l.. 209,558 993,459 
PED oxcectccans 1,060,993 6,246,130 
Old Colony.......... 906,168 1,887,906 
Provident, Tenn..... 249,750 327,500 
Pan American....... 1,786,700 3,551,339 
Phoenix Mut., Ct.... 426,552 2,176,448 
Prudential, N. J...0O. 882,785 5,462,506 
Prudential, N. J...G. 109,500 109,500 
Penn. Mutual....... 686,160 4,444,502 
Republic ........... 92,000 153,193 
Reliance, Pa........ 1,710,100 4,515,602 
Security Mut., N. Y.. 309,802 1,078,338 
Standard, Ga........ 740,000 1,823,580 
Security, Va........ 4,749,267 7,715,541 
Fee 532,287 1,319,213 
ee 422,934 1,752,324 
Union Central Life.. 5,977,752 19,202,294 








Confidence - Ability - Service 








The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 




















ment Insurance. 


at the same rates. 








or Instalment Payment features. 


A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 


As regards 


We insure males and females 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 














[| 


We 
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FOUNDED 1865 


The Provident Life 
and Trust Company 


of Philadelphia 


(Penna.) 


“Tantamount to a 


Sight Draft” 
A Provident Long 
































UTAH 

Written § In Force 
American Bankers.. 20,000 382,845 
OMEOrO, Be. ooo. cc 280,550 2,405,620 
MOMOTR, BOOM. 2cccs  cccccue 30,500 
Bankers Reserve 47,374 468,806 
Business Men's As.. 40,000 40,000 
Beneficial ........ © 3,166,626 17,181,579 
Beneficia] ........ G 243,500 695,200 
EE ccineecnas-t 671,000 1,293,153 
Central States ..... 234,500 644,000 
Columbian Nat. . 758.462 2,501,729 
Continental, Mo. 1,091,071 6,365,698 
Equitable, N. Y....O 1,032,993 5,574,863 
Equitable, N. ¥....G 1,643,890 10,147,994 
Farmers, Colo. ..... 5,000 17,000 
Inter-Mountain .... 2,687,240 6,637,159 
Idaho State ........ 121,754 380,425 
International, Mo... 80,186 556,981 
Kansas City ....... 1,675,628 4,883,011 



































° Lincoln Nat. ....... 215,700 485,100 
Endowment is not Mass. "Mute... lasso 287004 
. . Missouri State ..... 556,776 1,021,689 
only payableimmedi- Montana ........... 7,000 "33,000 
.  *e a Aa 3,505/303 14,788,736 
ately should the in- PE 2. scsks chammes 490,000 
ail di -f h li el hon jeer, oe 63,000 65,000 
° National Life, Vt... 251,600 2,116,594 
sur le; 1 € ives ee ne ie Ee hace : ty tty 1,166,370 
° et ME s<necense 5,611,598 26,575,758 
to the maturing date Occidental, ‘N.'M... "5000 82'134 
ified i h li Occidental, Cal. 865,500 1,527,348 
specified in the policy Pacific Mut. ....... 571,021 2,160,433 
ac OME BEBE. cccccees 1,139,101 6,009,386 
it 1s tantamount toa Fhoenix Mut., Ct... 7,034 647,234 
: a eeneewed O 903,144 5,015,660 
Prudential ........ I 1,178,952 4,609,334 
sight draft. DD seadcecenees 27,000 239,460 
Travelers ........:. O 195,833 985,758 
TUOVOIES occcccee 3G 111,450 278,800 
Union Central ..... 219,500 1,137,974 
Union Mutual ...... 77,079 502,639 
Western States 771,000 2,561,284 
Western Union .... 162,770 640,502 
Mountain States ... 3,447 3,447 
Guarantee Fund 443,000 1,090,500 
a es e uce Illinois Bankers 200,500 228.568 
— aed a 
| VIRGINIA 
Premium rates reduced : 
Atlantic Life ....G 77,250 77,250 
September, 1920. Atlantic Life |:::0 9,530/864 35,746,716 
American  peeerres : 5,000 tert ty 
b ‘ Continental ........ 9,915,320 12,312,535 
All leading forms of poli- Equitable. Towa 6 "898.479 1,139,479 
; b Squit. Life, N. ¥.G 2,292,366 5,448,818 
cies written. Equit. Life ...... O 12/159:722 45,055,115 
Fidelity Mut. .O 821,875 3,839,020 
Best of contracts toagents. Jefferson Standard.. 4,023,770 8,506,380 
ewan Assur. Oo 66,802 129,302 
: issouri State...... 1,730,325 3,760,901 
Twogeneral Agencies open Massachusetts Mut. 2,837,099 16,681,786 
: Nat. Life, Vt..... oO 804,731 5,105,991 
in Iowa. Pan Amer. ....-- O 2,660,292 3,631,154 
WwW it f ° f ti Nat. 7 .. P< eee _-2 56,000 48,000 
rite tor information. Nat, Life & Acc., 570,492 324,497 
Prov. lI. & T..... x3) ett 94 18,093,493 
PO DE, «6cn2ees O 2,9 18,114,799 
- Provident L. & A..O ; 570,250 
LOUIS H. KOCH, President Provident Relief.Ind 3,002. 3,161,561 
DEED. sesscened ‘e) 3,526,350 8,359,650 
Guardian Life ...... 183,630 1,514,248 
° . Maryland Life ..... 747,230 4,853,989 
ationa MericaN || Home. Fla, ...0500: 859,000 2,491,500 
Pacific Mut. ........ 4,770,735 nity 2 
. Southern L. & T. .. 228,500 
Life Insurance Co State Mut. Life 255,187 
e Prudential ....... O 2,342,907 > 
renee panne or: , RS Ot rte tt 
i Reserve Loan ....O 1,316,1% 643,63 
Burlington, lowa Shenandoah ........ 4.296.528  9/902.674 
Sun Life of Can...O 783,954 > 
Security Life Amer.. 312,658 
Travelers, Ct........ 3,674,344 
Union Central....... 3,120,932 
“THE COMPANY OF CO-OPERATION" George Washington 71,768 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-7T Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
































Atlantic .......... 16,200 
Bankers, Neb. ...... 470 
Bankers, Iowa .... 1,560,267 
Colum. Nat., Mass. 949,270 
Cloverleaf L. & Cas. 42,290 


Conservative ....... 3,598,478 
Equitable, N. Y.... 9,915,600 
Equitable, D. C.... 802,553 
Fidelity Mut. ..... 295,523 
Guardian, i Bessese 538,000 

George Washington. 1,433,386 
Home, N. Y.......- 1,125,067 
Ins. Co. of Reppin 252,134 


Jefferson Standard.. 330,000 
Ky. Central L, & A.. 623,832 
Lincoln Nat. ...... 1,705,000 
Manhattan Life ... 16,814 
Morris Plan ...... 10,850 
Maryland Assur..... ..... 
Maryland Life ..... 101,770 
Missouri State ..... 685,882 
on, Be sesscece 2,194,636 
Metropolitan ....... 14,731,791 
Michigan Mut. ..... 576,439 
New Eng. Mut..... 747,409 
National, Vt. ....... 6,122,595 
Se a tvenesiode 5,456,876 
Ohio State ........ 309,000 
Penn Mutual ...... 4,780,140 
Pan Amer, .......-. 203,600 
Penn Mut. .......+-. 4,780,140 
Phoenix Mut. ...... 151,318 
Prov. L. & ACC.... = seeeess 
| Prov. L. & T...... 375,394 
Reins. Life, Ia....... 209, 500 
BOOTUREMSS ccccccccess 781,55 











4,300,615 
2,793,671 


9,166,288 


34,541,714 


2,228,713 
2,093,356 
1,046,067 
8,061,364 
5,432,340 
910,598 
847,878 
498,598 
1,945,000 
506,076 


451,300 
6,333,299 














Everythi 


poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells enly nonpartici oT insurance. It is bed rock life 

or fancy adernments. It is the stuff 
that appeals to the people whe want ¢ ,- Ty" dollar 
they can buy fer every 


insurance with no fri 


ef protectien 
premium. 


Our 1920 program is a Josaventipe , that centemplates 


a vigerers and systema 


We have the pelicies and the agency centracte. 
We have the heme effice equipment and territery. 


We now need the men to carry the Indiana National ban- 
ner into new strenghelds backed solidly by th 


organization. 


Last year was a 
will be a still better ene. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
cowtracts that will interest you 


ing Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 


a banner year in Wife insurante. This year 


ted as 


er business. 


the whele 

















The Guardian Life Insurance Company 
of America 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest year in the Company’s history. 


New Insurance paid for 
Insurance in Force : 
Increase in Insurance in Force 
Assets 

Liabilities 

Surplus and Dividend Fund 


The past year was notable for further development of the Guardian’s compre- 


hensive plan of agency co-operation. 


For information regarding the opportunities available in the agency organization 
of this Company to men who can measure up to them, address 


T. LOUIS HANSEN, 
50 Union Square, New York 


$ 46,490,818 
228,620,496 
28,392,951 
60,720,151 
$5,695,923 
5,024,228 


Vice-President 








THE STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
New operating in 22 states and the District of Columbia—through its 
loyal and efficient agency corps produced in 1920—its 75th Anniversary 
Year—the largest amount of paid business in the history of the Company. 


B. H. WRIGHT 
President 





In every department the Company experienced its most successful year. 


STEPHEN IRELAND 
Superintendent of Agencies 


D. W. CARTER 
Secretary 








, Basy to read, easy to digest, easy to remember, easy to put at work making dollars for me’—thus writes a 
»@ text and review book with quiz supplement. $1.00. The 


buyer of “Easy Lessons in Life Insurance,” 


National Underwriter Company, 1362 Insurance Exchange 


Chicago 

















UNDERWRITER 
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%\) Hotel la Salle (eS = 


Chicago’s Finest Hotel 











Life & Trust 1,089, 750 
40,7 











Hotel La Salle has won this 
title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 

















Bankers Reserve 





BRAILES. cccccces 


Equitable, N. Y.... 
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Minnesota Mut. 





Montana State 
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Northwestern Nat... 


CONSERVATION OF BUSINESS 
We are reiristating, revamping and cleaning up indebted policies for a number of Life Cunsesin, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. 


Noman 


Chicago, Illinois 








Western Union 


WISCONSIN 
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Mr. Brandon Believes— 


none ¢ 
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Great Northern 
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First, In emphasizing High Quality and Low Cost 
of Insurance to Policyholders. 

Second, In Giving the Producing Agent an Oppor- 
tunity to Get into Business for himself, independent 
of Middle men and on a basis Permanently Profitable. 


WIS Cle wo oo 


tom 


tong 
te. 
bo 
be 
wo 


No company has a record to compare with that of The 
Columbus Mutual Life, of which Mr. Brandon is 
President, in Improving the Quality of Insurance and 
Reducing Costs to Policyholders or in Contributing to 
the Permanent Well-Being of Producing Agents. 
Brandon’s Ideals have been Abundantly Justified. 


An explanation of the Columbus Mutual Golden 
Rule Agency Contract will be Forwarded toanyAgent 
who writes his name and address on the margin of 
this advertisement and sends it to the Home Office at 
The company is admitted in states 
from the Atlantic to the Rockies—Virginia, District of 
Columbia, West Virginia, Ohio, Kentucky, Michigan, 
Indiana, Illinois, Nebraska and Colorado. 
the Number of Agents was Doubled and the Insurance 
volume Increased 50%. 
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Columbus, Ohio. 


Rankers Reserve .. 

















Continental Assur. .. 


RARE OPPORTUNITY | 22° 
Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 
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The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 























Provident L. & T... 
Phoenix Mut. Ct. 


Prudential, N. 


Prudential, N. J...G 
Prudential, N. J.... 
Penn Mut. ..... 
Pacific Mut., Cal. 


Reserve Loan 


Travelers ........:. 
TRAVOIOTS .cccccrved 








Union Cent. ..... 1,397,876 
Union Mut. ..... 446,933 
Western Union 8,660,028 
West Coast ... 671,400 
Western States 933,666 
i} 

ILLINOIS 





Amer. Bankers 
Amer. Bankers .... 
Central, Il. .... 


Cioverleaf L. 


Cont. Assur. .... 
WUGMEEEED cocccsveses 
yer 
WOMOTRE ccccccses 
DE. wedcannes 


Internat. Life 


Marquette ...... 
Mutual, Ill. ..... 
Bee, BSEOER cocce 


National, U. 
No. Amer., 
Cla Colony 
Peoples, Ill 


Peewses, Tih... scccee 
PTE «<ckecsews 


Providers 
Providers 


eae 
PUBS .ccccceses 


Rockford 


Standard, Ill.. 


Standard, Ill 


ROC ccccccess oe 
MOCRR coceceseces 


Amer, Central | 
American, Ia. 


Amer. Nat., Mo 
Pankers, Ia. .... 


Bankers, Neb. 


Bankers Reserve 
Berkshire ....... 
Bus. Men's Assur... 


Capitol, Colo. 


Central, Ia. .... 
Central States 
Century .....+0- 
Cleveland ....... 
Columbian Nat. 

Columbus Mut. 
Comm. GOR, ocvcce 
Conm. Mut. ....- 





401,500 
939,053 
5,004,169 
844.056 
2,407,265 
10,181, 140 
2 800, 14 
6! 





teow ors 


iiquitable, N. Y.....39,14 


iwquitable, Ia. 
Farmers Nat. 
ederal Union 
Federal Union 


Widelity Mutual 

OO Freee 
CREM 3 cccccccan 
Guardian ........ 
Home, N. Y..... 
, Bee sscecer 
Indianapolis .... 


International 


John Hancock M. 
John Hancock M. 
Kansas City .... 
Lincoln Nat, .... 
Manhattan ...... 
Maryland Assur. 


Mass. Mutual 
Merchants, Ia, 





7) 80.0 42 








Merchants, Ia. .. 60, ‘000 
Metropolitan ..... 7,334,095 
Metropolitan ..... 5.104.300 
Metropolitan 7,990,304 
Mich. Mutual 1,535,95 
Minn. Mut. ...... 3 

Missouri State .... 4.4 

Missouri State .. 1 

Morris Plan ...... 7 

Mut. Benefit ....... 13.339.406 
nD we esceces 39,147,655 
National, Vt. 2,403,230 
New England Mut. .33, oak 410 
New World . 3,686 


NOW TOPE wccces 
Northern States 


North. Assur. 
Northw. Mut. 


Northw. Nat. .... 


Pacific Mut. ..... 


Pan American 
Penn Mutual 
Peoples, Ind. 


Philadelphia .... 


Phoenix Mut. 


Petr 


990,775 


2 494. 1665 


Provident Life & Tr. 5. 673,466 


Prudential ....... 
Prudential ....... 


Prudential 
Reliance, Pa. 


Reins. Life, ..... 


Reserve Loan 


Security Life, Va... 


Security Mut. 


| eS eae 
emGe BEG, .ccccse 
Li 3 eee 
Travelers ........ ¢ 


Union Central 


Union Mut. ..... 


United States 


West. & Southern.. 
Wisconsin Nat. 
Wisconsin Nat. 
Western Union .. 
Canada Life ..... 


Manufacturers 
North Amer., 





O 43,453,975 


897,300 


-1 40,873,086 


2,371, ‘550 


242,157 
102,000 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


t 


W. A. R. BRUEHL & SONS 
General Managers 





Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 


CINCINNATI, OHIO 








HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 


500 Rooms—400 with Bath 














ACTUARIES 








) paaamameed F. CAMPBELL 
CONSULTING 
ACTUARY 
76 West Monroe Street 
Telephone Randolph 918 
CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 








a J. HAIGHT 
CONSULTING 

. ACTUARY 

810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








roa C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








T J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 


~~ Prepared. 
Ess Bidg. OKLAHOMA CITY 














CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So, La Salle St. CHICAGO 








Consuttine Acruary 
402-404 Kraft Buildin: 
NES. IOWA 


ae S. WITH INGTON 
Tel. Walnat 3761 DES MOL 























is the cost of The 


a week 
Sc National Underwriter by 
annual subscription. 








DISTRICT OF COLUMBIA 


wen ie ecsanl 


Aetna, Conn. ...... 202,063 2,142,270 
6 





American Natl, Tex. 1,000 36,000 
D- sa6enacanee 288,000 589,332 
Bankers, Neb. ...... 27,500 35,000 
Baltimore Life...... 412,054 1,354,599 
SOO, BR. ceccccce 1,046,372 2,702,472 
DED <escsedeoe 281,127 1,098,283 
Columbian Natl, .... 141,102 351,152 
Columbia Mut. ° 55,500 90,5 
Continental Assur... 1,172,525 1,859.011 
Continental ........ 93,961 297,167 
Connecticut Mut..... 1,217,907 3,929,132 
Capitol City Ben. So. 320,294 531,934 
Commercial Natl.... 10,611 (Reins.) 
Continential Life .. 2, 1,793,235 
Equitable, N, Y...... »752, 12,951,743 
DEP OEE coccsvceccesce 2,178,607 
Equitable, D. C..... 7,615,091 
Fidelity Mut. ....... 1,192,578 
Guardian, N. Y..... 936,763 
Guarantee Fund ... 182,500 
BEGG, Be Beccccvcce v 2,508,715 
Home Beneficial 2,$ 1,593,641 
John Hancock Mut.. 348,370 4,915,135 
Jefferson Standard... 305,000 414,700 
Life Ins. Co. Va..... 547,665 3,375,405 
Life & Casualty .... 1,491,729 1,275,949 
Manhattan .......-. 67,997 831,673 
Maryland Assur..... 9,097 9,097 
BEAPFIARE wccscccccs 16,000 134,450 
Massachusetts Mut.. 1,317,197 4,459,672 
Metropolitan ....... 10,153,489 47,438,513 
Mutual Benefit .... 1,240,323 7,554,266 
Missouri State...... 119,201 229,710 
Morris Plan Ins..... 25,950 25,950 
National Life, U.S.A. 8,000 70,712 
Natl, Benefit ...... 421,781 969,252 
Mutual, N. Y.......-. 2,753,286 13,987,449 
National, Vt. ....... 933,751 2,708,784 
New England Mut... 998,332 5,391,774 
OW TWO Ecccccecsese 2,641,887 12,729,869 
North Carolina Mut. 388,760 400,809 
Northwestern Mut... 1,416,070 12,824,471 
Our Home ........+. 59,500 59,500 
Pacific Mut. ........ 208,822 897,398 
Philadelphia ....... 26,000 150,552 
Provident Life & T. 1,051,534 4,439,752 
Pemm Mut... .ccccccce 837,405 9,757,205 
Phoenix Mut., Conn.. 281,253 2,255,191 
Prudential ......... 4,401,860 26,773,624 
People’s Mut. Ben.. 3,005,028 6,207,796 
Provident Relief ... 414,900 550,240 
Reliance Life ...... 138,500 347,649 
Richmond Beneficial 132,129 318,615 
State Mutual ...... 59,917 1,596,105 
Star LATS .ccccccece 11,313 11,838 
Standard, Ga. ...... 496,000 1,217,044 
TRAVOIOTS cccccccess 4,847,312 12,173,860 
Union Central ...... 2,108,885 6,079,347 
United Life & Acci.. 43,500 38,859 


Hold Meeting at Grand Rapids 


The Michigan staff of the Franklin 
Life was entertained at a banquet at 
Grand Rapids Monday, when George B. 
Stadden, president of the company, de- 
livered an inspiring address. William 
B. Billheimer of St. Louis, sales man- 
ager for the company, delivered a se- 
ries of rapid-fire selling talks and Wil- 
liam J. Olive of Holland, Mich., spoke 
on “Character in Salesmanship.” Dele- 
gates were present from Detroit, Kala- 
mazoo, Grand Haven and Flint. 


Chicago Field Men’s Club 


The Field Men's Club of Chicago will 
hold its regular monthly meeting April 
12 in the Y. M. C. A. auditorium. 


Manufacturers Life’s Showing 


The Manufacturers Life of Canada re- 
ports 1920 as the most outstanding year 
in the company’s history. New insur- 
ance showed an increase of $12,097,629 





Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 




















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT <° MONTHLY INCOME INSURANCE. 


Openings OHIO, IND,, KY.. MICH. and W.VA Write Columbas 











9 The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 











over 1919 and business in force an in- 
crease of $39,371,180, now totaling $178,- 
757,911. In addition to paying over 
$400,000 as dividends, a further sum of 
$881,000 has been reserved for dividends 
in 1921 and future years. 


Life Notes 


In the monthly contest of the Central 
Life, offering a silver trophy to the 
agent writing the largest amount of 
business, A. L. Erickson, general agent 
at Eau Claire, Wis., was awarded the 





‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 





trophy in February. 

Alfred D. Foster, president of the New 
England Mutual Life, was a guest in 
California last week on a pleasure trip. 
He was a visitor at the office of Joseph 
H. Gray, San Francisco general agent, 
prior to leaving for Southern California. 


Gen, F. C. Winkler, Milwaukee jurist, 
who died in California last week, had 
been a member of the executive com- 
mittee of the Northwestern Mutual Life 
since 1899. From 1898 to 1918 he was 
also a member of the finance commit- 
tee. Officials of the company attended 
the funeral in Milwaukee in a body. 





Regard every man a life insurance 
prospect until he proves himself not to 








WANTED 


A General Agent for Cincinnati 


By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here's a life-time opportuni 
for the qualified man willing to work. mae oi 





be one. 














THE 


NATIONAL 


UNDE RWRITER 


March 31, 1921 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New Yor 





34 Nassau Street, New York 

















$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12.000.00 last year. Does it in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 











W. T. GRANT, Vice-President. KANSAS CITY, AIISSOURI 
for 


W ANTED District Managers Tie, Obie 


BY 
THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
young Ohio company 











To The Man Who Is Willing—and WILL 


crea a competence 
for the FUTURE. 


We are 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


&e Sue moe at SAP me 
AUMONT-TE Beaumont, Texas 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











UCCESS I 5 ae 
income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, miciicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


st Guscess is 4 OUR We have a contract for you under which your 


DATA ON JOINT CONTRACTS | 


Equitable Life of New York Reports 
Its Experience With That Class 
of Policies 


joint _ iife . policies 
were issued by the Equitable of New 
York for $3,941,950 of insurance. The 
average amount applied for was $4,014. 
Undoubtedly the major portion of this 
insurance was taken to protect business 
interests, but in numerous cases the 
joint life form of policy was utilized to 
protect the mutual interests of a hus- 
band and wife, two sisters, a father and 
a son, or other relationships in which 
either member of the insurance com- 
pact had an interest in the life of the 
other. 


Last year 1,100 


Conviction in “Empty Grave” Case 


B. J. Cochrain, defendant in the 
“empty grave case,” one of the most 
famous in the Southwest, was con- 
victed last week by a jury in the district 
court at Aspermont, Tex., of swindling 
the Southwestern Life of $5,000, and 
sentenced to two years in the peniten- 
tiary. The trial covered a week, attract- 
ing the attention of insurance com- 
panies throughout the country. It 
required the jury only eight hours to 
reach a verdict of guilty. 


Michigan Mutual to Build 


The Michigan Mutual Life has def- 
initely decided to build on the site on 
the corner of John R. street and Madi- 
avenue, Detroit. It has been ne- 
gotiating for some time for the new 
building and has now authorized the 
purchase of this property for approxi- 
mately $575,000, 


Business Insurance Bill a Law 


son 


has filed 
without his 


Governor Neff of Texas 
with the secretary of state, 
signature, the bill which passed at the 
recent session of the legislature, au- 
thorizing life insurance policies to be 
made in favor of business associates 
and charitable institutions. The bill will 
not become a law until 90 days after the 
final adjournment of the legislature, or 
June 11. 


Plan Big Meeting at Winnipeg 
Courtenay Barber, general agent 
Equitable Life of New York in Chi- 
cago, will go to Winnpieg, Man., early 
next month to give a scries of inspira- 
tional talks to underwriters. The un- 
derwriters of that section are planning 
a big convention, and claim that it will 
exceed in interest the national conven- 
tions of their organization. 

C. W. Rowley, superintendent for the 
Canadian Bank of Commerce, is ex- 
pected to give an address on life insur- 
ance in relation to banking, and Dr. 
E. W. Montgomery will speak on the 
subject of the selection of risks. There 
will also be a number of local speakers. 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
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A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s ‘“‘Easy Lessons in Life Insurance.”’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. ’ 











$200,000 Producer 
I produced $200,000 of business last 


year, and am open for a better contract 
where I can give full time to the business. 
Have had three lapses in two years. Ad- 
dress 21-N, c/o The National Underwriter. 

















DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
eapacity to pay for a rearanable 
volume of New Insurance 
regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








It does 3 things: 


q Gives every Agent a Square 
Deal. 

q Pays equal compensation for 
equal work. 

q Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 

These are three things which 


most agency contracts do not do. 
oes yours? 


Ask about the Square Deal Contract 


Nat hwenalye 
nsurance Company 


Madison, Wisconsin 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8] per cent. 
Tie Rly quent in Deum. Full level 

net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pre. PHILADELPHIA 











More agents read The National Under- 
writer than any other weekly newspaper 
of insurance. There are reasons—plenty 
of them. Our subscribers know. 
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